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General Adjuster 
On Car Seizing 
By Federal Men 


Case Discussed Where Assured 
Still Owes Dealer for 
His Automobile 


LIQUOR LAW ANALYZED 
Where Seizure by U. S. Federal 
Authorities Is Not Hazard 
Insured Against 





Fire and marine insurance companies 
are frequently called upon to decide 
whether they are liable when an assured 
loses a car which is seized by the Pro- 
hibition authorities. Sometimes the 
question can be answered immediately 
but where the car is not entirely paid 
for the conclusions are not reached so 
easily. Herewith follows a letter from 
the general adjuster of a large fire 
insurance company taking up the point 
whether the company is liable if the as- 
sured still owes the dealer for the auto- 
mobile which has been seized. His letter 
follows: 

Dear Sir:—We have your letter re- 
questing us to advise you whether, 
should the Government Inspectors 
seize a car of one of our assured whom 
they found transporting liquor, and the 
assured still owes a dealer, and the deal- 
er’s name appears on the policy, the 
company would be called upon to pay 
the dealer the amount due him. 

Section 26 of the National Prohibition 
Act provides for the seizure and sale by 
the prohibition authorities in the act 
of transporting intoxicating liquors. It 
has been a very actively litigated Sec- 
tion of the Act. In view of its provisions 
being rather drastic, the Courts have 
interpreted most strictly against the 
Government. 


Provision of the Statute 

The first sentence of the section pro- 
vides that the authorities may ‘seize 
a vehicle or vessel only when it is ac- 
tually engaged in transporting liquors 
in violation of the law, and only when 
the person or persons operating the 
vehicle or vessel are arrested for vio- 
lating the Act. Therefore, the Govern- 
ment would not, be allowed to seize 
a vehicle or vessel for a past offense of 
transporting liquor, nor on information 
that it was about to be used for such 
purpose. The vehicle or vessel must be 
discovered in the act of “transporting 
in violation of the law, intoxicating 
liquors,” the quotation being the actual 
words of the Statute. 

The Section provides that the Court 
shall order a sale only upon the convic- 
tion of the person arrested for violation 
at the time of the seizure. There is also 
a phrase in the Statute authorizing sale 


(Continued on page 24) 


























PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 
A corporation which has stood the test 
of time! 143 years of successful business 


operation. World-wide interests. Abso- 
lute security. 


PHOENIX. 
Indemnity Company 


75 Maiden Lane, New York 









































A factor 
in your choice of a company 
to represent 


The Insurance Company of North America laid the foundations 
for the American Agency system. It is only natural, therefore, that 
its service policies should offer agents every possible benefit and assist- 
ance. 

North America co-operation includes prompt attention to every 
service need, advisory and engineering service on individual risks, and 
extensive national advertising in the interests of the North America 
Agent. 


Insurance Company of North America 
PHILADELPHIA 


and the 
Indemnity Insurance Company of North America 
write practically every form of insurance except life 




















Another Forward Step 


The Salary Savings Plan opens a new and broad field of life insurance 
distribution. This Company has adopted it, and thus maintains its 
front-rank place among the progressive companies whose leadership has 
been gained by vision and initiative. 


This Plan gives life insurance at its best to groups of salaried em- 
ployees and wage-earners in return for monthly premium payments. 


Always room in this organization for men and women who have the 
forward look, and who work with intelligence and industry and in- 
tegrity. Unexcelled service, together with three fine monthly agency 
publications and first-class advertising literature, supply our representa- 
tives with an unsurpassed equipment. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 

















Travelers Will 
Soon Reduce Its 
Rates On Life 


Material Cuts at Older Ages 
Particularly; New Disability 
Clauses Also 


IMPORTANT INNOVATIONS 


3 Months Total Disability Waives 
Premium and Gives $10 Month- 
ly Income a $1,000 


New reduced life rates, which at many 
ages will be lower on standard forms 
than those of any other company, will 
be announced by the Travelers in the 
near future. Material reductions at the 
older ages from the already low rates 
of that company will be made. New pol- 
icy iorms containing new disability 
clauses will be announced at the same 
time the new rates are promulgated. 

This entire revision of its life insur- 
ance policies and rates by the Travelers 
at this time will come as a surprise to 
the insurance fraternity because the 
company has made important and radical 
changes in January of each year for sev- 
eral years now. 

Important Disability Announcement 

One of the new total and permanent 
disability clauses provides that any total 
disability which continues for three 
months will qualify the policyholder for 
the monthly income of ten dollars per 
thousand and the waiver of premiums 
from the date the disability began. The 
rates for this clause will be higher than 
for any disability clause now offered by 
the Travelers. Disability under that 
clause must be incurred before age 65. 
The disability clause on Travelers poli- 
cies in the past, with the exception of 
one policy, has not provided disability 
income where disability occurred after 
age 60. 

Another new clause operative only to 
age 60 provides that the monthly income 
will be payable only from the date of 
receipt of proof of disability and no claim 
for disability benefits will be honored 
unless disability has continued for a 


three-month period. 
. 
Treatment of Installment Settlements 
The Travelers, which has pushed trust 
agreements with great success of recent 


(Continued on page 8) 
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MEASURES OF SERVICE 


NEW YORK LIFE INSURANCE COMPANY 


Amounts Paid for Total and Permanent Disability 





and for Double Indemnity 





In 1924 THE NEW YORK LIFE paid for the above named purposes as follows: 


Direct Cash Disability Payments.................-. $1,126,880.18 
NE INN os. o's View cute andsok eeveeseneures 465,859.48 
Additional Accidental Death Benefits............... 1,246,020.76 

ee ee ee ee ee ee ere $2,838,760.42 


The annual premium per $1,000 of insurance at age 35 upon an Ordinary Life 
policy in the New York Life Insurance Company is $28.11. For $2.03 per $1,000 additional 
annually the Company will agree that if the insured becomes totally and permanently 
disabled before reaching 60 years of age it will waive all premiums falling due during such 
disability and will pay to the insured one per cent. monthly upon the face of the policy, 
such payments to begin at once. The status of the policy will be the same as if the dis- 
ability had not occurred and all premiums had been duly paid. 


For a further additional payment of $1 per $1,000 annually ($31.14 in all) the Com- 
pany will also agree to pay double the face of the policy in case of accidental death, as 
therein defined within 90 days after such accident. 


Total disability takes away one’s earning power and often entails heavy expense for 
care and maintenance, while the best of health is no guarantee against death by accident. 
The New York Life began the issue of policies with Disability Benefits in 1913, and intro- 
duced the Double Indemnity feature a few years later. 


The total amount paid, 1913—1924, for Disability and Double Indemnity is 
$6,006,539.90. 


In addition to the above amount already paid the Company has set aside the sum 
of $10,258,008 as the present value of amounts incurred but not yet due for total and 
permanent Disability Benefits ; and $10,073,264, as a reserve for total Disability and Double 
Indemnity Benefits guaranteed by policies now in force. 





Can the Company serve you by insuring you under a Policy with these guarantees? 











NOT A COMMODITY—BUT A SERVICE 


DARWIN P. KINGSLEY, President 
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Philadelphia Organizes 
to Get 1926 Meeting 
WOODWORTH ‘HEADS DELEGATES 


Quaker City Believes Convention Could 
Be Most Successfully Held There 
Because of Sesqui-Centennial 





A delegation from Philadelphia is 
planning to attend the Kansas City con- 
vention of the National Association of 
Life Underwriters next month with the 
determination to land the 1926 meeting. 
The fact that the Sesqui-Centennial 
world’s exposition will be held in Phila- 
delphia next year is one of the points 
urged by the local delegation. Under- 
writers from all over the United States 
and Canada will want to attend this Ex- 
position and if the visit can be linked 
up with the annual convention, it is be- 
lieved that an attendance can be had in 
Philadelphia, far in excess of that in any 
other place. 

Philadelphia, too, is one of the life in- 
surance centers of the country, being the 
home city of several companies. The 
probability of their being a large insti- 
tutional exhibit of Legal Reserve Life 
Insurance at the Exposition in a building 
of its own, adds another reason why Life 
Insurance men will gladly come to Phila- 
delphia for the Convention. 

Fred Woodworth, chairman of the de- 
legation which is going to present the 
matter for the consideration of the Na- 
tional Association at its convention in 
Kansas City in September, said: “The 
Philadelphia Association, which is the 
second largest in the country, would be 
glad at any time to entertain the Na- 
tional body, but we are convinced that 
1926 is an ideal year for many reasons, 
and we have no doubt these reasons will 
appeal to the convention. 

“First—It is a foregone conclusion that 
since the latest three conventions have 
been held on the Pacific Coast and in 
the Middle West, the 1926 Convention 
will come Fast. 

“Second—While the convention is a 
business affair, it has become the habit 
of many delegates to extend the time 
of their stay at these conventions. and 
to make it also a vacation time. For 
such delegates Philadelphia has much to 
offer of historic and sight seeing interest, 
as well as recreation at nearby watering 
places. 

“Third—Philadelphia has splendid and 
adequate hotel accommodations and ad 
vance assurance can be made that all 
delegates will be delightfully taken care 
of. We are used to handling big as 


_ semblages and Philadelphia hospitality 


is properly named. 

“Fourth—The World Sesqui-Centen- 
nial Exposition is to be held in Phila- 
delphia during 1926. This will be an 
added attraction. 

_ Fifth—It is planned that the Exposi- 
tion will have a large institutional ex- 
hibit devoted to Legal Reserve Life In- 
surance, in which most of the compan- 
les of the country will participate. All 
Underwriters will want to see this. 

“Sixth—Philadelphia has the Home 
fices of several insurance companies, 
which will alone insure an increased at- 
tendance. Since the convention is large- 
ly educational and inspirational, one 
measure of its success is the attendance 
which may be secured. 

“Seventh—Transportation facilities are 
all that can be asked. Delegates can 
come by train, by ‘water, by splendid 
motor roads, as well as finding an op- 
Portunity to alight from aeroplane if they 
desire, 

“Eighth—The convention is welcome 
ere. We want it. We believe it can 
he most successfully held here in 1926.” 





OHIO STATES’ NEW HOME 


President John M. Sarver of the Ohio 
State Life, announces that the com- 
Dany’s home office building will be ready 
for occupancy about November 1. In 
July the company wrote $1,848,835 of new 
business, which is more than duoble the 
amount it wrote in July, 1923 
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Satisfaction 
Guaranteed 


The creation of an estate is a laudable 
and worthy object. It takes years of 
hard work and thrift and self-denial, 
and the study of economy and its most 
minute details. Little by little the 
money and the property are accumu- 
lated until the head of the house begins 
to seé his efforts take substantial form 
and the realization of his hopes of years 
ago. Then comes the day when he 
makes a will, “I hereby bequeath to my 
beloved wife all my money, property 
and household goods.” Ah, yes, but he 
cannot leave to her his ability to run 
the estate and to guard it against the 
mistakes that it took him years of care- 
ful study and keenest watchfulness to 
overcome. How different with a 
Monthly Income. A never changing 
amount for a certain stated period or 
a guaranty that it will continue 
throughout her lifetime. Don’t you 
think many men would be interested 
if you asked the question, “How would 
you like a check to come to your wife 
every month when you pass on?” 


The Prudential 


Insurance Company of America 
Epwarp D. Durrietp, President 


Home Office: Newark, New Jersey 











Hubert Cillis Passes _ 
Away in His Sleep 


FORMER GUARDIAN PRESIDENT 





All His Business Life Was Spent With 
Company Which He Joined in 1869 
In Its Actuarial Department 





Hubert Cillis, chairman of the board 
of directors of the Guardian Life of 
America, died early Saturday morning in 
his sleep at a hotel in Portsmouth, N. H., 
while on a pleasure trip, during his seven- 
ty-eighth year. Retiring Friday night in 
apparent good health, a physician who 
was called to the hotel on his failure to 
rise, said Mr. Cillis had succumbed to a 
heart attack and probably had suffered 
no pain. Before leaving for this trip 
he had been daily at the home office of 
the Guardian Life. 

Born in 1848, Hubert Cillis entered the 
employ of the Guardian in the Actuarial 
Department in 1869, and was appointed 
its Actuary in 1871. 

Recognition of his marked ability and 
valuable services in the interests of the 
company were responsible for his suc- 
cessive advancement to the positions of 
Assistant Secretary and Actuary in 1884 


Secretary and Actuary in 1891 
Vice-President and Secretary in 1898 
Vice-President in 1903 
President in 1915 


In December, 1920, Mr. Cillis declined 
the re-election of the office of President 
and was elected Chairman of the board 
in which position he continued to take 
a live interest in the affairs of the com- 
pany until his death. 

He was one of the founders of the 
Actuarial Society of America in 1889, 
and had an unusual aptitude for the so- 
lution of the actuarial, medical and fi- 
nancial problems pertaining to the life 
insurance business. 

For many years, Hubert Cillis was 
prominent in public affairs. He held 
membership in the Chamber of Com- 
merce of the State of New York, the 
American Museum of Natural History, 
the Chamber of Commerce of the U.S.A., 
the Lenox Hill Hospital, the Academy 
of Political Science, the Institute of In- 
ternational Education, as well as the 
Metropolitan Museum of Art and many 
other institutions. 

Mr. Cillis was the oldest director of 
the Guardian Life and longest in the ser- 
vice of the company. eas 

In addition to his many other activities 
of a very busy life he was president of 
the Central Savings Bank of New York 
City for the last ten years. 

His loss is deeply felt by his associates 
and a host of friends by whom he was 
highly esteemed and greatly respected. 
The life work of Hubert Cillis has left 
a lasting impress on the institution he 
served so faithfully and efficiently for 
nearly sixty years. 


GET LOS ANGELES AGENCY 








Three Aetna Life Men Become General 
Agents for Manhattan Life in That 
City 
The Manhattan Life has appointed as 
general agents in Los Angeles J. F. Cerf, 
S. Robinson and A. J. Sullivan. All 
three were formerly members of the 
Aetna Life agency staff in the Los An- 
geles branch. They will occupy the 
Aetna Life offices in the Merchants Na- 
tional Building as the Aetna is moving 
to larger quarters in the National City 

Building. 


Runert F. Fry, Life President, 
Forms Fire Insurance Company 
Rupert F. Fry, president of the Old 

Line Life of Milwaukee, has formed a 
fire insurance company called the Amer- 
ican Founders Fire, with himself as pres- 
ident. For vice-president and secretary 
of the new company Mr. Fry has se- 
cured Joseph A. Fleckenstein, who 
formerly was in charge of the fire in- 
surance division of the Wisconsin Insur- 
ance Department... Mr. Fleckenstein will 
have active charge of the new com- 
pany’s underwriting and management. 
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National Life of Vt. 
in 75th Anniversary 


LEADER’S CLUBS MEET ALSO 
Field Force Gathers at Montpelier for 
Celebration; Entertainment and 
Sports Featured 
Representatives of the National Life 
of Vermont gathered at the home office, 
Montpelier, on Wednesday, to partici- 
pate in the meeting and celebration in 





connection with the company’s seventy-. 


fifth anniversary. It is also the occasion 
of the Leaders’ Club and $100,000 Club 
meetings. A full, interesting and instruc- 
tive program was enjoyed covering the 
three days’ program. Entertainment and 
sports features were plentiful. There 
were golf, tennis and horseshoe team 
matches. A clambake at the Montpelier 
Country Club was a feature and there 
were dances, automobile rides and a for- 
mal banquet. The program follows: 
Wednesday Morning 

9 :00—Registration. 

9 :30—Reception by Home Officers. 

10:00—Tours of inspection of Home 
Office Building for new agents may be 
arranged at registration table, fifth floor. 

10 :00—Opportunity for other agents to 
visit various departments for informa- 
tion or conferences. 

10 :00—Visiting ladies will be taken by 
automobile to St. Johnsbury, Vermont, 
for luncheon at Maple Grove Tea Room, 
returning in time for the clambake. Au 
tomobiles will leave entrance, Home 
Office Building, promptly at the stated 
time and St. Johnsbury at 2 P. M. 


Afternoon 


oo. ©, BM, Bh. ks 


Leaders’ Club, pre- 


session, 
Preside 
resident 


Business 
Kolman, 
siding. 

Introduction of President of 
Club—Edward D. Field, 
President. 

Insurance to Cover Inheritance 
—Marc A. Law, Chicago, IIl. 

Building a Clientale—Henry B. Rock- 
well, Cleveland, Ohio. 

What an Agent Should Know and Do 
—John Marshall Holcombe, Jr., Man- 
ager, Life Insurance Sales Research Bu- 
reau, Hartford, Conn. 


Leaders’ 
Second Vice- 


Taxes 


Evening 


5 :00—Clambake at Montpelier Country 
Club. (Special train will leave Central 
Vermont Station at 4:30 P. M. for Coun- 
try Club, returning after the bake.) 

Presentation of Prizes—L. P. Brigham, 
Superintendent. 

Entertainment—C. C. Gilman, Boston, 
Mass., National Life Double Quartet. 

8:30 to 12 o’clock—Dancing at City 
Hall Auditorium. Informal dress. 

Music, Princess Theatre Orchestra, 
Montreal, Albert E. Bray, director. 

Thursday Morning 


Business session, 9:15 A. M., Edward 
D. Field, Chairman. 

Are You Willing to Pay the Price— 
Edwin B. Hamlin, Cleveland, Ohio. 

Sources of  Business—Edward N. 
Strong, Portland, Oregon. 

The Scientific Treatment of Life 
Values Through Life Insurance—Prof. 
Solomon S. Huebner, Wharton School of 
Finance and Commerce, University of 
Pennsylvania. 

Afternoon 

75th Anniversary Exercises at 2:00 
o'clock, Assembly Hall, Home Office, H. 
M. Cutler, Vice-President, presiding. 

Invocation—Rev. Charles N. St. John. 

Some Historical Observations From 
the Field—Charles W. Gammons, Bos- 
ton, Mass. 

History of the National—Arthur B. 
Bisbee, Second Vice-President and Med- 
ical Director. 


Thursday Evening 
Dinner at 7:00 P. M., Fred A. How- 


land, President, presiding. 
Speakers 
His Excellency, Franklin S. Billings, 
Governor of the State of Vermont. 








- $200,000 Life 


Phone 
Cortlandt 2030 





New England Mutual Life 
Limits 

/On One of Our 
$100,000 Term ) Regular Examiners 


For sixteen years the brokers’ office 


BALDWIN 


5th Floor (Entire) 


5 Maiden Lane 
5 Seconds from Broadway 








Daniel F. Appel, President, New Eng- 
land Mutual Life Insurance Company, 
representing the Association of Life In- 
surance Presidents. 


Fred T. Rench, President, General 
Agents’ Association. 
Frank C. Partridge, President, Ver- 


mont Marble Company and Director of 
the National. 
Roger W. Hulburd, General Agent of 
the National longest in its service. 
Music, Princess Theatre Orchestra, 


Montreal. 
Friday 
Sports Program 

Starts at 9:30 A.M. 

Tournaments—Golf, 18 holes—H. F. 
Leslie, Home Office, in charge. 

Tennis—H. H. Jackson, Home Office, 
in charge. 

Horseshoe Pitching—C. M. 
Home Office, in charge. 

Team Matches—Field vs. Home Office. 

suffet luncheon at the club, 12 to 2 
P. M. 


Presentation of prizes. 


Heaton, 


PLAN CLEVELAND ACTIVITIES 

The Cleveland Life Underwriters’ As- 
sociation, Cleveland, Ohio, will begin its 
fall and winter activities with a luncheon 
meeting at Hotel Statler on September 
11. The speaker will be Edward L. 
Greene, special representative of the 
Associated Advertising Clubs of the 
World, New York. His subject has not 
yet been selected. 

J. S. Williams sent out a bulletin this 
week advising the members of the club 
of his accession to the position of execu- 
tive secretary, succeeding Clinton F. 
Criswell, who has gone to Chicago to 
a similar position with the life under- 
writers’ organization of that city. 





SCHELLENTRAGER’S BIG CASE 

A policy for $1,000,000 has been writ- 
ten on the life of John A, Carroll, presi- 
dent of the Hyde Park State Bank of 
Chicago by E. J. Schellentrager, special 
representative of the Reliance Life of 
Pittsburgh. 





as 3000%. 


much “cold” canvass. 





Fieldmen Profit 
by This 


N 1924 The Guardian’s Prospect Bureau yielded an 
average profit to fieldmen of 600% in commissions. 
over their investment. In some sections it ran as high 


It is easy to see how the Prospect Bureau can be the 
basis of success. It shortens the selling process. It fur- 
nishes “live” leads in adequate number. It eliminates 


The Prospect Bureau is one reason why a good many 
of the better producers are casting their lot with us. 
One new comer, a general agent, brought with him an 
agency organization of nearly three hundred men. 


Let us tell you the whole story of what The Guardian is 
doing to better the fieldman’s success. 


T. LOUIS HANSEN, Vice President 
THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 
Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 











Want Laws Controlling 
Australian Companies 


THEIR OPERATION CRITICIZED 





Formation and Conduct of New South 
Wales Life Offices a Subject of 


Discussion by Actuaries 





On all hands it is admitted that the 
state of affairs in connection with the 
formation and conduct of some of the 
insurance companies carrying on busi- 
ness in New South Wales, Australia, is 
extremely unsatisfactory. It is felt that 
legislation should be introduced without 
delay in order to prevent the position 
from becoming worse. It has been sug- 
gested there is no reason why insurance 
companies should be specially legislated 
for, as the Companies’ Act gives mem- 
bers of an insurance undertaking the 
same protection as members of other 
companies. 

On the other hand, life offices are 
largely in the position of savings banks 
for policyholders. The great bulk of 
the funds of a life company is provided 
by policyholders, but, except in the case 
of a mutual company, they have no say 
in the appointment of directors or in 
the laying down of the general procedure 
of the company. As regards companies 
writing general insurance, they are in a 
position to accept unlimited risks with- 
out any indication being given as to the 
extent of such risks. 

It is held that no complicated legisla- 
tion is necessary, and, according to A\l- 
bert E. Barton, F. C. P. A., of Sydney, 
if the following points be covered, this 
will be all that is required: 

(1) Every life company should be re- 
quired to publish and supply to all policy- 
holders, as well as to shareholders, a full 
revenue account and balance sheet. 

(2) Every life company should be re- 
quired to show clearly in its published 
statements any new business expenditure 
carried forward to other years. 

(3) In every life company’s balance 
sheet the estimated liability on policies 
should be certified to as correct by a 
competent actuary. 

(4) Where a life company also carries 
on a general insurance business, the life 
insurance funds must be kept distinct 
from the general business funds and no 
general business losses shall be paid from 
the life funds. : 

(5) No life company is to sell its busi- 
ness or amalgamate with any other com- 
pany without the consent of a majority 
of the policyhloders. 

(6) With regard to companies carry- 
ing on only a general insurance business, 
a deposit on a sliding scale, with a mini- 
mum of £5,000, is to be lodged with and 
held by the Government as security for 
policyholders. ‘Such deposit should be 
lodged in respect of every person, firm 
or company undertaking liability on any 
policy. 





WRITING NEW PLAYLET 

George W. Ayars and Louis Ullman, 
who wrote the playlet, “The Heart of 
the Estate,” which has been successfully 
produced all over the country before 
gatherings of life underwriters and clubs 
of various kinds, are now at work on 
another play to be produced at the Kan- 
sas City convention of the National As- 
sociation of Life Underwriters next 
month, The new play will be a sequel 
to the other. 





UNITED LIFE CHANGES 


Howard T. Ring, formerly connected 
with the accounting department of the 
United Life and Accident, has been 
placed in charge of the conservation de- 
partment formerly handled by K. 
Mathus, who resigned to go with the 
Connecticut Mutual Life. ‘ 

Frank A. Thuer, formerly special 
agent for the Travelers, has been ap- 
pointed field supervisor for the United 
Life to assist L, C, Willson. 
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O. J. Arnold Made Head 
Northwesiern National 


SUCCEEDS LATE J. T. BAXTER 





Secretary and Actuary of Illinois Life 
Picked for Important Post; J. W. 
Stevens 2nd Vice-president 





Oswald J. Arnold, secretary and ac- 
tuary of the Illinois Life, has resigned 
to accept the election to the presidency 
of the Northwestern National Life, suc- 
ceeding the late John T. Baxter who died 
in March. 

Mr. Arnold has been connected with 
the Illinois Life since his graduation 
from the University of Chicago in the 
same class with President R. W. Stevens. 
He will retain his stock holdings in the 
Illinois Life and remain on the board 
of directors. 

Bert J. Stookey, assistant secretary 
has been advanced to secretary to suc- 
ceed Mr. Arnold and James W. Stevens 
2nd, son of President R. W. Stevens, is 
made agency vice-president. Henry G. 
Johnson and Frank G, Rexford were 
made assistant secretaries and A. G. 
Blomgren was made assistant auditor. 





OPEN LIFE DEPARTMENT 





Johnson & Higgins Place Guernsey 
Close in Charge; Due to Demand for 
Group Life and Business Cover ~ 


Johnson & Higgins have opened a life 
insurance department and have appointed 
as manager Guernsey Close, formerly 
connected with the group life depart- 
ments of the Travelers and the John 
Hancock Mutual. It is explained that 
the new department will act as brokers 
only and will not take the general agency 
of any life insurance company and will 
not attempt to solicit personal life in- 
surance. The primary reason for estab- 
lishing a life department is to provide 
facilities for furnishing group life, salary 
allotment and business insurance owing 
to the great demand for this class of pro- 
tection. 





VISITS ALUMNI 





Vice-President Joseph D. Bookstaver 
Back From Trip Up-State and 
To New England 


Joseph D. Bookstaver, regional vice- 
president of the Alumni Association of 
Approved Life Insurance Schools, has 
returned from a visit to his area which 
embraces the New England states and 
New York State. 

Two classes from life insurance schools 
were graduated this month, including the 
University of Rochester and the Uni- 
versity of Buffalo. 

In Buffalo last year there was or- 
ganized the Buffalo Chapter of the Na- 
tional Alumni Association. The grad- 
uates of this year’s class were invited to 
become members of the chapter and re- 
responded 100%. In Rochester a chap- 
ter was organized of the entire class. 

Mr. Bookstaver also called. on George 
H. Doggett, president of the National Al- 
umni Association, and discussed the mat- 
ters which will come up at the annual 
convention in Kansas City of the Alumni 
Association of Approved Life Insurance 
Schools. 

Arrangements have also been made for 
the formation of units in smaller places 
to co-operate’ with the chapters. Thesc 
units will have chairmen. 

The Alumni Association is making fine 
headway and is a popular movement. 











Connecticut General News 
Hartford, Conn. 





Group Insurance Sales 
79% in Advance of 1924 


While Connecticut General total new 
life business shows an increase of more 
than 51 per cent over 1924, group in- 
surance sales alone are more than 79 
per cent in advance of last year 


Conditions are better for group in- 


surance than 


ever 


before. Enough 


prominent concerns have adopted it to 
make it the normal thing to do and 
something every progressive employer 


must consider. 


Yet for 


the present 


there still remains plenty of business to 


write. 








MAY INCREASE ITS CAPITAL 





Life Insurance Co. of Virginia Consider- 
ing Stock Dividend of $500,000; 
Officers Advanced 
Stockholders of the Life Insurance 
Company of Virginia are scheduled to 
hold a special meeting, September 9, to 
act on a recommendation of the board 
of directors that the capital of the com- 
pany be increased. The capital is now 
$2,500,000 and it is proposed to declare 
a stock dividend of $500,000 to increase 
it to $3,000,000. This amount would be 
diverted from surplus which is approxi- 

mately $3,000,000 at present. 

Three officers of the company have 
been given titles of assistant secretary, 
it is announced. They are: Frank E. 
Hall, superintendent of ordinary agen- 
cies; E. A. Crawford, supervisor of di- 
vision No. 2 of the industrial field, and 
Frank Orgain, assistant manager of the 
mortgage loan department. Duties of 
Messrs Hall and Crawford remain prac- 
tically unchanged. Mr. Orgain is given 
supervisory duties in the industrial field 
department. 


OPENING UP COLORADO 
Peter Schmidt, who has been con- 
nected with the Northern Life of Wash- 
ington at its Spokane office, has been 
appointed state agent for the company 
with headquarters at Denver, Colorado. 
In opening up the Denver office, it 


is planned to establish an office in every 
town in Colorado that has 10,000 or more 
population. 


HALEY FISKE, JR.,. MANAGER 

Haley Fiske, Jr., has been made divi- 
sional sales manager of the group life 
division of the Metropolitan Life, the 
territory including New York City and 
Northern New Jersey. 


EARLY CLAIM IN GROUP 

The Connecticut General Life has 
written a group on the employees of the 
Baltimore “Sun” and “Evening Sun.” A 
curious feature of the case was that a 
claim materialized even before the de- 
tails of the group were all closed, a 
death from apoplexy occurring in the or- 
ganization demonstrating the value of 
the insurance. 


EXAMINED COAST OFFICE 


Third Deputy Superintendent of In 
surance Terrence F. Cunneen is back in 
New York after spending two months in 
San Francisco examining the Pacific 
Coast office of the Metropolitan Life. 


WALTER JOHNSON DIES 

Walter Johnson who left the credit 
managership of a large lumber concern 
in Denver, Colorado, in 1904, to join the 
Farmers Life, and who was transferred 
to Houston, Texas, to represent the 
company in 1918, two years later becom- 
ing president of the Houston Trust Co. 
which he formed, died, August 19. His 
widow survives. 


N. Y. U. Special Course 
On Inheritance Taxes 


ENROLLMENT TO BE LIMITED 





Director Lovelace Announces Appoint- 
ment of L. G. Simon as Instructor; 


Who May Qualify 


New York University announces, 
through Griffin M. Lovelace, Director of 
the Life Insurance Training Course, that 
beginning the second week of October it 
will offer a special course in Life Insur- 
ance for Inheritance Taxes under the 
direction of Life Insurance Training 
Course. Leon Gilbert Simon, who is an 
eminent authority on inheritance taxes 
as well as one of the most successful life 
insurance producers in this branch, has 
been secured by Mr. Lovelace as in- 
structor for this special course. Mr. 
Simon is a graduate engineer of Colum- 
bia University, and the author of the 
volume on “Inheritance Taxation” re- 
cently published by Harper & Bros. in 
the Harper’s Life Insurance Library. 
This book comprises not only a thorough 
study of the theory and facts of the tax 
subject, but also an extraordinary set of 
tables which will enable the life under- 
writer almost instantly to quote the 
amount of Federal estate and State in- 
heritance taxes on an estate of a given 
size. 

The New York University tax course 
will run for a period of eleven weeks 
simultaneously with the life insurance 
training course. 

The class will meet one night a week 
and will be taken through a thorough 
study of fundamentals, after which much 
time will be given to effective methods of 
presenting this subject to clients. Mr. 
Simon is essentially a practical man with 
scholarly training. This combination of 
qualities gives him a fine equipment for 
teaching this subject to life underwriters. 

Mr. Lovelace announces that the tax 
course will be limited to 30 students per 
term, and that admission will be limited 
to those who will fill the following re- 
quirements: 

1. Former students of the New York 
University Life Insurance ‘Training 
Course, the original Carnegie Tech 
School, or courses given by the Uni- 
versity of Pittsburgh, the University of 
Denver, University of Oklahoma, Uni- 
versity of Buffalo and the summer schools 
conducted by the faculties of these uni- 
versity courses. 

2. Members of the Life Underwriters’ 
Association who have been engaged in 
continuous full-time production for a 
period of not less than three years, and 
whose paid-for business for twelve 
months up to September 1 or October 1, 
1925, shall have been not less than 
$300,000. 

3. General agents or managers who 
are members of the Life Underwriters’ 
Association. 

Mr. Simon is not only a tax expert, but 
is also an exceedingly human individual 
with versatile talents. His name is prob- 
ably known to a larger number of lay- 
men than underwriters, in view of the 
fact that he regularly broadcasts as a 
tenor singer from one of the great sta- 
tions in New York City. 


BROOKLYN LIFE TO START 

The Brooklyn National Life is ex- 
pected to begin writing business about 
October 1, according to Judge W. R. 
Bayes, organized and head of the com- 
pany. Temporary offices are located at 
174 Montague Street, Brooklyn. 











GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





Tel. RECtor 5112 


{JOHN C.MCNAMARA 


ORGANIZATION 





INSURANCE CO. = 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





MANAGERS 


25 Church St., New York 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















Naturally, the peo- 


Places to ple that you trade 
Look For with should be in- 
Prospects terested enough in 
your welfare to 

either buy from you or send you to 
their friends who will buy, points out 


the Great Southern Life. If you have 
been a year or two on the “firing line” 
you will find your old policyholders a 
most valuable source of prospects. Pro- 
fessional men of all classes are always 
good prospects. Their producing pow- 
ers cease when they cease to live, and 
their incomes can be perpetuated only 
through the medium of life insurance. 
New husbands and new fathers are also 
apt to be attentive listeners if approached 
early, the earlier the better. County 
recorder’s offices are good for large 
numbers of good prospects. Every man 
who has a mortgage on his farm or 
home should be sold enough to clear up 
the indebtedness in case of his death. 
Every time you place a policy you can 
get at least two or three names from 
the insured. In this way you can create 
an endless chain that will increase in 
size and strength until you will need 
help to handle it. Men who have just 
attended the funeral of a friend are very 
apt to be in a frame of mind to give 
the future welfare of their dependents 
serious consideration. City directories, 
telephone directories, lodge year books, 
and general lists of membership are 
valuable sources from which to collect 
names that may be made into prospects 
by investigation and elimination. Mem- 
bers of your church, your lunch clubs, 
your hunting and fishing clubs, your 
golf club, as well as members of what- 
ever Civic association you belong. to, 
should be on your list of possible pros- 
pects. Divide your list into two classes, 
active and reserve. Keep the active list 
up to a point where you have at least 
five live ones to work on every day. 
live good interviews every day will pro- 
duce wonderfully attractive results. The 
representative who keeps his eyes and 
ears open and uses his head is never 
out of propects. 
* * 


“My time is worth 


Answering money. Every minute 
“I Haven't I spend with my 
Got Time” clients and patients 


means dollars in my 


bank account. I can not and will not 
talk life insurance during my office 
hours.” You might say, says the Inter- 


national Life: 


“If the life insurance man _ brought 
you a check for $10,000 would you take 
the time, during your office hours to see 
him? 

“That’s what he wants to see you 
about, to make the preliminary arrange- 
ments so that some day he may come 
to you with a check for $10,000 or any 
amount you ask him to bring. 

“The Life Insurance man does not 
want to see you about investments; you 
do not need more money than you are 





making now, for you are earning more 
than enough for present needs. 

“What he does want to see you about 
is a guaranteed method for securing a 
big income during the later years, those 
years when you will have neither youth 
nor health nor a long line of waiting 
clients. 

“You have to see him when you haven't 
the time to see him, for if you wait 
until you have the time to see him, then 
it will be too late.’ 

“There may be some slight degree of 
logicalness when the employe of-a large 
corporation refuses to talk with an in- 
surance man. 

Sut you are on your ‘own’; no one 
is looking after your welfare or the wel- 
fare of your family in the case of emer- 
Kencies no one save yourself. 

“You must carry the full load of re- 
sponsibility and the Life Insurance plan 
is simply the adoption of a scientific 
way of carrying the load.” 

“Since time limits the sale of your only 
asset, your professional ability, you are 
jealous of it. 

“And that is just what the life insur- 
ance plan wants to save for you, your 
tune. For under this plan, you need not 
spend even one more hour planning the 
juvestment of your retirement fund. 

“A few minutes thoughtful considera- 
tion of the life insurance plan will save 
you hours and days of worry—and make 
safe your investment for your loved 
ones and for your own old age.” 

- 


A certain woman 


About salesman of the 
Working New York Life and 
Hours one of the com- 
pany’s largest and 


most successful writers starts her day 
at about half past eight in the morning. 
She realizes, as does everyone, says 
the New York Life Bulletin, that time 
is one of the important elements in a 
business that depends for its success 
on seeing many people, some of whom 
respond and are good prospects, while 
others must be discarded as unproduc- 
tive, for one reason or another. And 
further, the fact that not everyone you 
try to see is seen, adds greatly to the 
value of time, on account of the loss 
of many hours in this way. 

Sometimes the agent in question, a 
big club member, in fact an_ official, 
doesn't go to the office for days at a 
time, regarding that very thing to a cer- 
tain degree as a waste of time. But all 
the while the agent is working, and 
seeing people, according to a plan well- 
conceived in advance, and absolutely 
maintained. The results is that when she 
does go to the office she takes with her 
a large bunch of very good applications, 
and she invariably sees there a number 
of agents sitting around, reading news- 
papers, chatting with each other, or do- 
ing other things entirely foreign to the 
insurance business, and everyone won- 
ders where on earth she gets her busi- 
ness and how in the world she does it. 








INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable — semi-annually er quarterly, 


INDUSTRIAL Policies from $12.58 te $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 


ERE ee Sisedeusnsrebanabasebascaubnees PT rir Ge 
DD. Saknchtnisonoccde tine S<UNbasensuenses bsskntadectdcaccaate snd sevaedeiekanssabe oo elgct 
Capital and Surplus............... ee ee paeaecenccacdh sessesesens ccceces 5$,957,123.43 
Bemmernenne 8 Wet e es 55665 6s ok ec csiccdeVbsSeesccceccccsotes siaaansewe scesumasseeeese -. 23, 540,675.00 
NS Ge NE ans a nns an wacin sethobiesedcinendnkesce tabibeseaseexuss’s hen 3,036,319.80 


Tetal Payments te Policyholders Since Organization... aie abies aie '$35,784,215.15 
JOHN G. WALKER, President 








The answer is plain. Our friend has 
an early morning working plan which 
fits into the rest of her business day 
and gives little or no time for idleness. 
“Time is money,” but it is much more than 
money. To spend parts or all of one’s 
day in dawdling, or gadding, or running 
about and retracting one’s steps, in gos- 
siping, or reading the multitude of un- 
helpful things that clog the mind and 
unfit it for worth-while effort is the 
most extravagant expenditure of time 
that a person can possibly make. 

*x* * 


Don’t take too 
much for granted in 
your work warns the 
Manhattan Life. Ob- 
tain an exact knowl- 
edge of the financial condition of your 
prospect, whenever possible, before con- 
fronting him with a definite proposi- 
tion. 

It flatters a prospect often to 
realize that the agent has taken enough 
trouble to study his life insurance needs, 
so that a proposition has been worked 
out for his particular benefit. 

The big business man and the busy 
one as well, appreciate it if the agent 
has so prepared his case in advance as 
not to take up too much time. That 
is the reason that experienced under- 
writers advise that every fact possible 
shall be filled in on the application, in 
advance. 


Preparing 
Case Before 
Seeing Your 
Man 


It saves delay in signing, when the 
proper moment has arrived, for bring- 
ing it out and after the application is 
signed, before leaving the office, any 
extra details can be added. 

There is a lot in having a case defi- 
nitely prepared in advance and the 
percentage of success under such cir- 
cumstances is most favorable. 

Of course in the case of a cold can- 
vass this is not possible, but the agent 
who writes most of his business in this 
way will be found to be a quick think- 
er and a clever cross-questioner, for 
that is his only way to secure the in; 
formation quickly, when he has never 
seen his man before. 





BANKERS LIFE GAINS 

Fifty agencies of the Bankers Life 
Company showed a gain in new paid-for 
business for the first seven months of 
1925 as compared to the first seven 
months fo 1924, the gains ranging from 
more than a million dollars to slightly 
over a thousand dollars. Seventeen agen- 
cies showed gains of more than a half 
million dollars for the seven-month 
period. : ; 

The W. F. Winterble Agency of Madi- 
son, Wisconsin, led all agencies of the 
company in the amount of gain, with an 
increase in new paid-for business for the 
seven months of $1,131,240. 








New England Mutual. 


growth of Life Insurance. 





Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
This is the oldest Charter now existing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 


THAT IDEA WAS MUTUALITY 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


Boston, Massachusetts 





























cessf'') business. 


34 Nassau Street 





THE MUTUAL LIFE 


tude, leadership, and life insurance service. 


a protession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


is 
% 
The Mutual Life Insurance Company of New York has a Ne 
record of EIGHTY-TWO YEARS of prosperous and suc- : 
it has passed through panics, pestilence i 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 
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Those considering life insurance as rs 
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National Association 
Program Taking Shape 
E. A. WOODS HEADS COMMITTEE 


Some of the Features Being Worked 
Out By Committee; Plans For 
Each Session 





Edward A. Woods, chairman of the 
program committee, together with his 
fellow members, J. Stanley Edwards, of 
Denver, and A. C. Sweeney, of Kansas 
City, have been at work upon the pro- 
gram for the Kansas City convention 
of the National Association of Life Un- 
derwriters for several months, and the 
result is a rounded program which will 
be of interest not only to the newest 
underwriter in attendance, but to all who 
have been regular attendants at these 
gatherings, says an announcement com- 
ing from President J. W. Clegg. The 
topics have been developed in a slightly 
different way than previously, and sev- 
eral session chairmen have been scour- 
ing the country to get just the best 
possible men to present the various 
phases of the subjects outlined. 

Care has been taken to avoid dupli- 
cation of speakers, and particular em- 
phasis is being laid upon the open dis- 
cussion which will follow each talk. 
It is the belief of the committee that 
this discussion from the floor brings 
out more clearly and strongly than in 
any other way the points that the dele- 
gates desire to have emphasized or clari- 
fied. The same rule as in previous years 
will apply that all addresses are to be 
given without the reading of manu- 
scripts. 

Trustees Meet September 28 

Preceding the convention proper there 
will be held on Monday, September 28, 
at the Hotel Meuhlebach, which is the 
convention headquarters, a_ breakfast 
meeting of the national board of trus- 
tees, from 8 o'clock until 10:30. 

This will be followed at 10:30 o’clock 
by the first meeting of the executive 
committee, which consists of the na- 
tional committeemen from all local as- 
sociations at the same hotel. A second 
meeting of this committee will be held 
in the afternoon. Besides various mat- 
ters which will be submitted by the 
trustees in the way of reports, sugges- 
tions and matters for action, considera- 
tion will be given to the location of the 
next annual convention. Thus far two 
cities have prominently been talked up, 
Philadelphia and Detroit, with invita- 
tions also expected from one or two 
cities of the South. 

On Monday evening at 6 o'clock there 
will be a meeting of speakers, chiarmen 
and leaders at Hotel Meuhlebach to 
complete and perfect with the commit- 
tees of the Kansas City Association, the 
arrangements for the convention which 
opens the next morning. 

First Convention Session 

The convention proper convenes Tues- 
day morning, September 29, at 9:30 
A. M. The first day’s session will in- 
clude the brief and formal opening of 





the convention and then Frank L. 
Jones, of Indianapolis, the chairman, 
will take charge of this session and 
carry through a program which has 
been built around the general subject 
of the part life insurance plays in mat- 
ters of education. Particular attention 
will be given to some of the recent 
movements to endow educational institu- 
tions by means of life insurance and 
how this can be successfully carried on. 
This opens up, in the minds of the 
program committee, one of the big ave- 
nues of future activity for the under- 
writer, a field which has as yet been 
scarcely touched. This session will 
occupy the entire morning, the after- 
noon being given over to rest and recre- 
ation in the entertainment program pro- 
vided by the Kansas City underwriters 
and insurance companies. 

Wednesday morning’s session will be 
conducted by Franklin W. Ganse, of 
Boston, where a complete outline will 
be given, using charts and stereopticon 
of the various ways in which life un- 
derwriters and trust officers can co- 
operate to their mutual advantage. This 
movement, which is also comparatively 
new, is being taken up by banks and 
trust companies all over the country 
who are spending large sums urging 
the purchase of life insurance and there 
is a great deal of interest in it. It is 
expected that this session will compre- 
hend also a short illustrative play, and 
toward the close of the session the reso- 
lution and nominating committees will 
present their reports to the convention. 

Agency Building Plans 

The agency-building session which 
has been so much demanded at the last 
two conventions will be held Wednes- 
day evening. While it is intended pri- 
marily for general agents and those in 
charge of agencies, it also will appeal 
to the general underwriter. Among the 
subjects to be discussed at this session 
will be various correspondence colleges 
and other educational courses in life in- 
surance, with Griffin M. Lovelace, of 
New York University, in charge. 

Paul F. Clark, of Boston, is in charge 
of the Thursday morning session, which 
will be upon the general topic of “The 
Value of a Clientele.” The professional 
attitude and what may be called com- 
plete professional service to a client will 
be discussed. ‘This will possibly be the 
most generally interesting session from 
the standpoint of the new and_ old 
underwriters. 

On the afternoon of this day while 
some are trying the golf links of Kan- 
sas City, there will be held an hour’s 
session on “Organization—Methods and 
Plans,” which will be in charge of E. 
B. Hamlin, of Cleveland, and William 
A. Searle, assistant to the national presi- 
dent. This session will be confined to 
answering questions on organization 
problems as they have developed in 
local and state associations. 

Thursday evening is the annual ban- 
quet, the program of which is in the 
hands of President John William Clegg, 
of Philadelphia. The attendance at this 
is limited to 800. The speakers of na- 
tional prominence will be announced 
later. 











Here’s a golden one! 


it is not now represented. 


and every possible assistance. 





Looking for An Opportunity? 


An Eastern mutual Life Insurance Com- 
pany needs an Agency Manager for its Boston territory, where 


The man who will qualify must possess an understanding 
of individual needs along with a distinctly professional attitude 
of responsibility. Such a man will receive liberal compensation 


Your letter of inquiry will establish contact. 
confidential. Address SPERRY, care of this paper. 


All negotiations 

















Joseph D. Bookstaver, of New York 
City, has charge of the final session, 
which is on Friday morning. The gen- 
eral subject is “Service to Clients,” be- 
ing a logical continuation of the previ- 
ous day’s session. In fact, Mr. Book- 
staver and Mr. Clark have worked their 
programs out together to avoid con- 
flict, and in order to insure a complete 
and harmonious presentation of this 
important subject. 

Kansas City has planned to fill with 
entertainment every vacant second. As 
a matter of fact, Kansas City is at 
present having hard work finding time 
in which to crowd all it wants to do 
for the convention attendants. The 
railroads are already quoting the usual 
fare-and-a-half rates for the period of 
the convention, and ‘many delegates 
have also indicated their intention of 
extending their trip still further to go 
to the Yellowstone National Park and 
to the resorts of Colorado at the close 
of the convention. 


C. W. PETERSON’S RAPID RISE 








Made Manager for Phoenix Mutual Life 
At San Francisco; Still in 
His Twenties 

One of the youngest managers for an 
important company and having had one 
of the most rapid promotions to a po- 
sition of great importance and respon- 
sibility, are the outstanding facts about 
Clarence W. Peterson, of Seattle, Wash- 
ington, who on September 1 becomes 
manager at the important post at San 
Francisco for the Phoenix Mutual Life. 

Mr. Peterson is a westerner and a 
graduate of Washington State College 
from which he received his B. A. de- 
gree in 1920. He earned his way through 
college and his course was interrupted by 
the war. It was after returning to take 
his degree and in his final year that he 
began to work for the Phoenix Mutual 
Life. In 1922 he won the Colt Cup and 
he has regularly been a member of the 
company’s leaders club. During 1924 he 
had a monthly average of over $1,100 in 
premiums. 


NEW JUVENILE POLICY 





Jefferson Standard Life Issues Form 
Without Medical With Optional Clause 
Covering Parents 
The Jefferson Standard Life has 
brought out a new juvenile policy. The 
pulicy is issued in amounts from $1,000 
to $10,000, on the 20-payment and 20- 
year endowment plan, non-participating. 
Tne assured are accepted from one day 
ot age and up. The policy has the same 
cash, loan and other standard provi- 
sions as has the regular policies of the 

company. 

Under many juvenile policies death 
inside of 14 years, or thereabouts, brings 
payment of the amount of premiums 
paid and 6 per cent. interest. The new 
policy of the Jefferson Standard, while 
not in full force for a term of years, 
provides a graded benefit from the age 
ot 1 to 9 years, after which it becomes 
in full force. No medical examination 
is required. 

An optional clause of the contract pro- 
vides that if the father, mother, or other 
person paying the premiums should die 
before the policy matures that all fu- 
ture premiums be eliminated. Such per- 
son, however, must undergo a medical 
examination if this clause of the con- 
tract is to be included in the agreement. 





MADE LOS ANGELES MANAGER 


The Missouri State Life has appoint- 
ed Roy Denny manager of its branch 
office in Los Angeles succeeding W. O. 
Dutton, who has resigned. Mr. Denny 
has been manager for the past two years 
for the company at Portland. He first 
entered the life insurance business about 
twenty years ago as a special agent for 
the Northwestern Mutual Life in Cali- 
fornia, and since has served in various 
capacities in the business on the Pacific 


Coast. He has been president of the 
Life Underwriters Association of 
Oregon. 











A Record 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


of Service 























Satisfied Policyholders 


More than 67% of all insurance written 
by this company since 1867 is still in force 
today. What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 


Men desiring to become agents for a good old 
line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY | 


Founded 1867 


OF IOWA 
Home Office: Des Moines 




















Preparing Prospect’s 
Mind for Approach 


SOLD ON SALESMAN FIRST 


R. M. Laird, Star Equitable of lowa Pro- 
ducer, Believes Personal Factor 

Most Important 

That the most important kind of prep 

that a life 

the interview is to pre 

pare the prospect’s mind on the 


aration insurance salesman 
can make before 
advis- 
ability of transacting business with this 
particular person rather than another, is 
R. M. Laird, one of the 
producers of the Equitable Life of Iowa. 

“Within the past month I been 
more thoroughly impressed with several 
facts relative to our particular business, 
and chief of these is the fact that in the 
final analysis our success will be 


opinion of star 


have 


meas- 
ured largely by the degree of preparation 
we make,” says Mr. Laird. 

“The preparation for 
work is an old subject to every agent. 
From the first day we start out with our 
ratebook we flatter ourselves that we are 
unturned to fit 
job ahead. 


matter of our 


leaving no stone our 
selves for the 3ut I believe 
that subject of ade- 
quate preparation is, after all, but a gen- 


term—a 


in many cases the 


theory. 
We are all prepared, in part, and that is 
well; for at least prep- 
aration is necessary for even the slight- 
est success. We miss numberless oppor 
tunities simply because some part of our 
preparatory system has been neglected. 
We all understand the vital necessity of 
preparation, but we so often fail to 
properly appreciate the scope and limit 
of the term. 

“We hear and read a great deal of the 
preparation of sales talks, answers to 
objections, methods of arousing interest, 
and unique and unanswerable arguments 
for closing. All of these have their value 
and he who neglects them must suffer 
the disappointment which is the result of 
inefic ent effort. But I am convinced 
that the type of preparation that is made 
long before an interview is sought is of 
equal, if not greater, importance. I refer 
to the preparation of the prospect’s mind 
as to the advisability of transacting busi- 
ness with the agent. I believe it is just 
aS important to have your prospect 
thinking that in event he does buy insur- 
ance it will be from you, as it is to have 
him pondering over the question as to 
whether he should or should not buy 
some life insurance. Of course, if one is 
given to cold canvass, the preliminary 
preparation can be only chance work. 

sut, even so, a large part of the money 
we spend for advertising goes to build up 
just this thought in a prospect’s mind— 
that if he takes any insurance, it will be 


eral more or less hazy 


some degree of 


from the Equitable of Iowa agent. 
“And every day of our lives we are 
given opportunities to strengthen our 


position in this respect without the cost 
of a single penny. After all, it is largely 
a matter & selling ourselves first, and 
our poposition second. You may reverse 
the order, if you choose, but it is a ques- 
tion which plan will yie ld greater success. 
Perhaps the circumstances of the specific 
case is our best guide; but in every case 


both steps should be incorporated in 
our plans. We should strive to so plan 
our work that every time a prospect 


thinks of the subject of life insurance he 
will think of us. When that stage is 
reached, our work is assuredly more than 
half done, for then we can concentrate 
on the task of making him ‘think the 
subject of life insurance’; and he cannot 
go on indefinitely thinking about it with- 
out being spurred to action. It is then 
our job to so guide his thoughts that an 
application will be forthcoming in the 
minimum time. 

“Scarcely a day passes that we cannot 
in some manner impress some possible 
buyer with the fact that we are to him 
the logical seller of our particular service. 
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Travelers New Rates 
(Continued from page 1) 


will hereafter take care of all the 
installment policies 
this 


years, 
settlements of 
through medium. No 
options will be included in regular forms 
and special forms providing installment 
settlements will hereafter be replaced by 


installment 


regular contracts with trust agreements 
providing for installment settlements. 
The life Travelers 
will be announced to agents early in Sep- 
tember, but will effective until 
the middle of the month. The agency 
forces busy during those two 
weeks in closing up business which has 
been solicited on present policy forms 


new plans of the 
not be 


will be 


and disability clauses of the company. 





GREETS NEW LABOR COMPANY 


Vice-President W. J. Graham Expresses 
Good Will Message Before Ameri- 
can Federation of Labor 


Good will to the proposed new Union 
Labor Life Insurance Co. from President 
William A. Day of the Equitable Life 
Assurance Society of the United States 
was conveyed by William J. Graham, a 
vice-president of the Equitable,’ in an 
address before the Metal Trades Depart- 
ment at the State Convention of the 
American Federation of Labor. The 
labor leaders were particularly congratu- 
lated upon the soundness of the plans for 
the proposed new company, which is to 
be a regular legal reserve old line life 
insurance company to operate under the 
same supervision of the various states as 
is now extended to other old line life in- 
surance companies. 

Life insurance was described as capital 
advanced upon the value of labor. It is 
the one institution in human affairs that 
can turn prospective labor into immediate 
capital. “Separately viewed,” stated Mr. 
Graham, “it presents a picture of the 
worker without capital discounting the 
value of future returns from his labor 
for the benefit of dependents who other- 
wise, by the early death or total disabil- 
ity of the worker, could not be secured 
in any part of such future earning.” 


There are sixty- five billions of insur- 
ance in force in the old line companies 
in the United States. Against this, the 


companies hold eleven billions in assets, 
wisely invested for the benefit of policy- 
holders and the public at large. The 
balance of fifty-five billions was de- 
scribed as capital not yet accumulated, 
but which, by the life-insurance princi- 
ple, was none the less secured to the 
beneficiaries of the policies, mostly 
women and children. 

Forty per cent of the workers in this 
country are not insured in any form of 
individual life policy. These figures were 
developed by a study of group insurance 
claims. sy group insurance the em- 
ployer insures all in his employ to the 
benefit alike of employer, employee and 
the dependent. Since 1911, when the 
plan was first introduced by President 
Day of the Equitable, group insurance 
has grown to an outstanding volume of 
about four billions of dollars of insur- 
ance, equal to a per capita of about 
thirty-five dollars for every man, woman 
and child in the Continental United 
States. The work of the agent was cred- 
ited chiefly for the fact that there was 
more life insurance in the United States 
than in the rest of the world combined. 





In our business life, social life, civic and 
fraternal activity we can earn a position 
of leadership in the minds of our asso- 
ciates, and the bulk of insurance is sold 
to associates in some phase of our life. 
We go to great pains to prepare our 
methods of presenting our proposition. Is 
it not of equal importance to take as 
great pains in preparing for the chance 
to present the proposition without the 
handicap of our prospect’s lack of confi- 
dence in the one presenting the proposi- 
tion?” 
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WEIGHING 
THE PROFITS 


In the language of commissions, the 
Scales tell the story of the multiple 
advantages of representing a multiple 
line Company. 


Success speaks in several languages 
but the mother tongue speaks more 
accurately in terms of profit to the 
salesman. 


ACCIDENT AND HEALTH insur- 
ance is protection at the source— 
cementing the foundation of every 
insurance program, the individual 
income. 


LIFE INSURANCE carrie 
tecting insurance needs, 
ing the program. 


TUT 


es on—pro- 
and comiplet- 


MULTIPLE LINES 
ARE MUTUAL BUILDERS OF 
THE SALESMAN’S PROFITS 


WEIGHING THE 
raRUrirts tS 
THETINAL [esr 


MISSOURI STATE LIFE 
INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 
LIFE ACCIDENT HEALTH — GROUP 
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Can Collect Interest 
on War Time Policies 


ANGLO-GERMAN TRIBUNAL CASE 





Claim of German Subject Under Policy 
Issued by British Company Not 
Made Until After War 





The Anglo-German Mixed Arbitral 
Tribunal (First Division), now sitting in 
London, recently delivered an extremely 
important decision affecting life insurance 
policies in a claim—treated as a test case 
by life offices—brought by Paul Hahlo, 
a German subject, against the Law, 
Union and Rock Insurance Co., Ltd., an 
English concern which is the successor 
of the Crown Life Assurance Co., for 
5 per cent interest on £1,778 2s. 1d. 
(about $8,890) from September 25, 1916, 
to April 11, 1922. 

The claimant succeeded, and the judg- 
ment of the Tribunal laid down that the 
amounts of the insurance on all life 
policies where death occurred during the 
war are debts within Article 296 of the 
Treaty of Versailles, although no proof 
of death was made during the war, as 
required by the terms of the policy. 

The creditor was the executor under 
the will of the late Herman Josef Hahlo, 
a German national, who died on Septem- 
ber 20, 1916, and who held a policy of 
life insurance for £1,000 ($5,000) issued 
by the Crown Life Assurance Co., dated 
March 21, 1862. Under the policy the 
funds and property of the insurance 
company were to be “subject and liable 
to pay and satisfy the executors, ad- 
ministrators, or assigns of the said as- 
sured within three calendar months next 
after proof shall have been given to the 
satisfaction of the directors of the said 
company of the death of the said as- 
sured.” On account of the war, proof of 
death in accordance with this proviso was 
not given until April, 1922. The debtors 
accordingly admitted on July 6, 1922, 
their liability for the sum of £1,850 10s. 
(about $9,250), representing the principal, 
bonus and interest from April 12, 1922, 
and this amount less English estate duty 
had been credited. The creditor claimed, 
however, to be entitled to interest under 
the Treaty, as from the date of the death 
of Mr. Hahlo, but the debtor contended 
that by virtue of the provisions of para- 
graph II. of the Annex to Section V., 
Part X, of the Treaty, the insurance 
contract was kept alive in its entirety, 
and consequently the proviso for proof 
was fully operative; that, as a result, 
the rate of interest provided for in 
paragraph II. did not commence to run 
until such proof should have been given; 
and that as a result, in the present case, 
the matter was not one which fell with- 
in the provisions of Article 296. 

The Tribunal, in passing judgment, 
said paragraph II. of the Annex to Sec- 
tion V., Part X of the Treaty governed 
all contracts of insurance to which it 
applied, and, in so far as it conflicted 
with the contract, it was to be taken as 
overruling the contract. By the opera- 


tion of this paragraph, the day of the 
death of the assured was to be taken as 
the date on which the principal sum 
became due under the policy, and inter- 
est was due at the rate of 5 per cent per 
annum and was to be paid through the 
British and German Clearing Offices. 

The Tribunal also delivered judgment, 
based on similar facts, in favor of a 
British subject, Emma Gertrude Zilles- 
sen, widow of the late Jacob Theodore 
Zillessen, who died in October, 1918, 
against a German insurance company, 
the Concordia Céhnische Lebensversiche- 
rungs Gesellschaft. 





LOWER RATES FOR AFRICA 


British Life Offices Generally Reduce 
Additional Premium Charge Reflect- 
ing Improved Conditions 





At the recent annual meeting in London 
of the Bank of British West Africa it 
was stated that the bank had been in 
communication with several of the lead- 
ing life offices with a view to their re- 
considering the premium rates applicable 
to Europeans resident in West Africa. 
Twenty-five years ago many leading 
companies required an additional pre- 
mium of 10 guineas ($52.50) per cent per 
annum, while others were not prepared 
to accept the business on any terms. 

The rates now obtainable are indica- 
tive of the greatly improved conditions in 
West Africa. The modified additional 
premium varies with the different com- 
panies, and ranges from 10s. ($2.50) per 
cent per annum upwards. Where the 
premium is 10s. per cent it is confined 
to acclimatized “lives,” and is payable 
throughout the duration of the policy, 
whether the assured remains in West 
Africa or not. The higher rates quoted 
are in some cases payable for the first 
five years only, after which period the 
usual English rates apply. Most of the 
offices are prepared to allow rebates in 
respect of periods actually spent ‘else- 
where than in West Africa. No longer 
is that country known as the “white 
man’s grave.” 





MANAGER AT TOLEDO 


James G. Dunne has been made man- 
ager for the Phoenix Mutual Life at 
Toledo. He first became connected with 
the company in 1919 after experience in 
other lines of salesmanship. 





60,000 INVITATIONS 


The American National Insurance 
Company of Houston has mailed out 
60,000 free admission tickets to a_ big 


amusement park in Houston for its annual 
picnic to be staged September 6. The 
tickets were mailed to policy holders and a 
mammoth is expected. 





E. J. Stock, general manager and ac- 
tuary of the National Mutual Life Asso- 
ciation of Australia, has served that 
company half a century. He was ap- 
pointed actuary in 1884. The company 
has 175,000 policyholders. 


Plans for Training 
Course at Pittsburgh 


BETTER FACILITIES PROVIDED 





Director Rockwell Announces Additions 
to Faculty; Two Summer Courses 


Allowing Full Credits 





Applications for admission to the Fall 
class of the Division of Life Insurance 
Salesmanship at the University of Pitts- 
burgh are now being accepted and all 
prospective applicants should enroll 
early. The term begins Wednesday, Oc- 
tober 7, and closes Friday, December 18. 

During the summer, Director Rockwell 
and his staff have conducted two regular 
terms of the school, one to a huge double 
class for the benefit of the Chicago As- 
sociation and the second for the Kansas 
City Association. Both of these terms 
were regular terms of the University of 
Pittsburgh, the work counting toward a 
degree from the School of Business Ad- 
ministration, and to their graduates the 
certificate of the University will be 
granted just as with students taking the 
course in Pittsburgh. The full standard 
course, under approved University condi- 
tions, was given as in all previous terms 
conducted by Director Rockwell. 

New class rooms have been completed 
for the division, better suited to the 
nature of the work; the faculty has been 
increased in number and the curriculum 
improved in the light of experience 
gained in the six continuous years of 
school existence. 

The tuition remains at $100 and board 
and room can be had at very reasonable 
rates. Correspondence regarding the 
course should be directed to Director 
Chas. J. Rockwell, 1005 Chamber of Com- 
merce Building, Pittsburgh, Pa. Descrip- 
tive bulletins will be sent on request. 


FRASER AGENCY’S BIG GAINS 
August Business Shows 100% Increase 
Over Last Year; Plans for Company 

Convention 

Paid-for business of the Peter M. 
Fraser Agency from the first of the 
year exceeds $14,500,000. July exceeded 
July, 1924, by 73%, and so far August 
exceeded August of 1924 by 100%. 

Eight of the agents have produced at 
least one application consistently every 
week this summer. Apparently the sum- 
mer of 1925 will not be spoiled by a 
summer slump. It may remove the idea 
of a summer slump forever from life 
insurance. 

The Fraser Agency has reserved two 
private Pullman cars for the trip to Mon- 
treal, the first leg of the trip to Connec- 
ticut Mutual’s sectional convention at 
Murray Bay, Canada. 

Among those going to the convention 
are M. A. Schwartz, who has won the 
company’s Chase Cup for the largest 
amount of paid first year premiums, and 
several other million dollar producers of 


the agency, and Miss Emma Ditzler, who 
probably has as fine a record as any 
woman agent in the country. 

An agency luncheon for those en route 
for the convention is to be held at Hotel 
Mount Royal on Monday, August 24, to 
which those wives accompanying agents 
have been invited. There will be at 
least forty people at this dinner, 


HAS UNUSUAL CONVENTION 


Detroit Life Meeting Will Cover a 
Whole Week With Sessions on 
Board Lake Steamer 
One of the longest conventions of 
agents ever put on by a life insurance 
company is that of the Detroit Life now 
in session. It started when the com- 
pany’s representatives gathered in De- 
troit on Wednesday and will continue 
until they disperse to their homes next 

Wednesday. 

A novelty will be the convention ses- 
sions held on board the steamer “Tion- 
esta.” The steamer left Detroit Thurs- 
day morning and the convention party 
had their first session after dinner on 
board, with an address of welcome by 
President M. E. O’Brien. On Friday the 
party stops long enough to make a tour 
of Mackinac Island, the next business 
session in the afternoon on board being 
in charge of Superintendent of Agencies 
Daniel G. Neuber. That afternoon they 
visit Sault Ste. Marie. 

The Michigan copper country is reach- 
ed on Saturday and the business ses- 
sions held in Elk’s Temple, Hancock. A 
banquet will be held that evening at 
Hotel Scott. Sunday will be devoted 
to sightseeing tours of Keweenaw Coun- 
ty. Monday and Tuesday will be con- 
sumed by the return trip and the con- 
vention adjourns at noon on arrival of 
the steamer at Detroit. 


THEIR CAREERS PARALLEL 


Two John Hancock Mutual Men Who 
Worked on Adjoining Debits in 1903 
Now Made Superintendents 
Working on adjoining debits in 
at Worcester, Mass., Frederick  Fort- 
muller and Michael J. Delaney have 
within a couple of weeks of each other 
been appointed superintendents of the 
John Hancock Mutual Life. When they 
worked together in Worcester it was 
the common practice of these two men 
to canvass together, to compare notes 
and advise each other. Prospects ob- 
tained by the pair were often listed in 
a common Prospect Book. At any cer- 


1903 


tain time it would have been difficult 
to find out which one held the Pros- 
pect Book. But the affairs of the com- 


pany in this section prospered. 

Time brought changes and in the 
course of events the men were trans- 
ferred to other districts as Assistant Su- 
perintendents. 

It was with keen delight in July, 1925, 
that Assistant Superintendent Fortmul- 
ler of Troy, New York, learned of the 
promotion of his friend Delaney from 
Assistant Superintendent to Superin- 
tendent at Cohoes. 











that its salesmen succeed. 


success in them. 


field work. 


sentative must succeed, it pays to 


GOOD BUSINESS 


As a matter of sound business, The Lincoln National Life sees to it 


The process starts with the selecting of men who have the spark of 

Their natural ambitions are fanned into the flame of 
achievement by helpful methods which equip them to do business effec- 
tively and which constantly back them up in the carrying on of their 


Because of its sales principle that every Lincoln National Life repre- 
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The Lincoln National Life Insuaance Company 


“Its Name Indicates Its Character 
Lincoln Life Building 


More Than $375,000,000 in Force 


Fort Wayne, Indiana 














Pennsylvania 


1865 








Provident Mutual 


Life Insurance Company of Philadelphia 





Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 


Founded 1865 


1925 
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Can Life Insurance 7 
Be Merchandised? 


AS WINSLOW RUSSELL SEES IT 
Phoenix Mutual Life Vice-President 


Calls Insurance a “Sleeping Giant” 
In Its Possibilities 

Speaking before the Life Underwriters 
Association of Hartford the other day, 
Winslow Russell, vice-president of the 
Phoenix Mutual Life, discussed the 
question, “Can Life Insurance Be Mer- 
candised?” He came to the conclusion 
that it not only can be merchandised, 
but that it must be. He called life in 
surance a “Sleeping Giant” in its pos- 
sibilities along this line. 

Stated another way the question could 
be put like this, said Mr. Russell. Can 
methods which have led people to pur- 
chase tangible things be successfully ap- 
plied to the distribution of Life Insur 
ance? Can a real demand for life in- 
surance be created so that those who 
need it will be as earnest in acquiring it 
as they are so many other necessities of 
life? Can men and women be sold the 
idea that there is greater comfort in life 
through adequate life insurance than 
through riding upon balloon tires? 
Through an interesting process a desire 
for balloon tires has been created which 
leads one to feel uncomfortable if he 
purchases the now ordinary and nearly 
obsolete tire which a few years 
satisfied every desire. 

The market for this form of comfort 
was actually created. Everyone was sat- 
isfied before. Now the demand far ex- 
ceeds the supply, and the reason for it 
is very simple, he said. 


ago 


“Let us look for a moment at our own 
market,” continued Mr. Russell. “There 
is virtually no real demand for life in 
surance. If the life underwriters now 
licensed in Connecticut should go out of 
business today, tomorrow would find lit- 
tle, if any, new life insurance being 
placed in the state. Any real study will 
show what men on the average are pro- 
viding a little over two years’ income 
through life insurance coverage. You 
may check the total life insurance car 
ried by any considerable group of men, 
and they have thus far been sold the 
need of providing for their families for 
less than three years after they have 
gone. 

“There is less than seventy billions of 
coverage in life insurance, while there 
is over a hundred billion of fire insur- 
ance, and life values in America exceed 
insurable property values by more than 
ten times. More money in fire insur- 
ance claims were paid last year in Am- 
erica than was paid in life insurance 
claims. 

“Why is this, and is it not a serious 
and undischarged responsibility on the 
part of every life insurance executive 
and field man? Banks will not loan 
money on uninsured or underinsured 
property, vet every day they are taking 
chances on underinsured men. 

“Is it possible that the American peo- 
ple can be seriously interested in buying 
only those things which represent a sel- 
fish motive and will bring only tempo- 
rary pleasure? This is unthinkable. The 
chief,reason that America’s lives are so 
much underinsured is that Americans 
have never yet had the fascinating story 
of life insurance painted to them in the 
interesting way that tangibles have been 
presented. 

“There is no business that can possibly 
have so great a number of thrilling hu- 
man interest stories that grip the aver- 
age man whenever we have opportunity 
to paint the individual picture. If the 
tire people had had to await the personal 
call of the tire salesman to present the 
comforts of riding on balloon tires, we 
should nearly all of us still be purchas- 
ing ordinary tires. 


Where the Dollar Goes 
“It is almost certain,” continued Mr. 
Russell, “that the largest part of the 
average American dollar is today going 
into Nationally Advertised products. Life 
insurance is claiming only a very small 
part of the average American’s dollar 





LANE AGENCY’S CLEVER RACE 





Production of Agents Shown by Min- 
iature Taxi Cabs Used to Indicate 
Their Position 
The Louis Lane Agency of the Equit- 
able Life Assurance Society is running 
a very clever race for the last half of 
1925. The production of the agents is 
being shown by the advancing of minia- 


The total production of the five men 
counts towards the advancement of the 
cab in which they ride, and the taxi 
showing the greatest percentage improve- 
ment over the first six months, on De- 
cember 3lst, wins the race. 

The members of the agency are 
greatly interested, and there is consid- 
erable friendly competition as a result. 
The agency’s production for the first six 





track. 


ture taxicabs, on a race These 
cabs were loaned to the agency espe- 
cially for the contest, by the Yellow Cab 
Manufacturing Co., and the Yellow Taxi 
Co. of New York. 

The fifteen leading agents of the agen- 
cy have been made chauffeurs, and four 
other agents passengers for each cab. 


simply because he doesn’t realize what 
a larger share of that dollar invested in 
futures can do for his loved ones. ‘Tell 
him in the same simple terms that ‘Say 
it with flowers’ does it, and he will readily 
divert a part of each dollar’s income into 
the creation of an estate that he never 
would have dreamed of had he not been 
gripped by the pulling power that a 
persistent ‘Say it with life insurance’ had 
developed in his mind. 

“With all its apparent accomplishment, 
the business of life insurance is a sleep- 
ing giant. We should cease to seek the 
publicity that seems to satisfy us when 
we see each month ‘Sales of life insur- 
ance exceed last year by eleven per cent’ 
and buy a publicity that would constantly 
hold before the public eve the dangers 


that face an underinsured nation. Do 
you suppose that the home owners of 
Hartford would continue to run_ the 


chances of foreclosed mortgages, which 
so many unconsciously do, if they un- 
derstood when they arranged for their 
mortgage loans at a 6% rate of interest 
that by paying 7% their cancelled mort- 
gages would be paid to their wives if 
they shouldn’t happen to be around on 
interest day? 

“We do not need to paint hearses and 
cemeteries and widows. Let the average 
American see a certainty of that home 
being continued in comfort, the children 
at school and college, the business car- 
ried along by the pre-provision of life 
insurance, and he will buy many times 
the amount of life insurance he now 
carries. 

“These are not idle dreams any longer. 
We have tried the experiment and we 


know its pulling power. When a man 


months was nearly six millions of new 
paid business, and they have had two 
one-million dollar months so far this 
year. Their goal for 1925 is ten millions, 
and it looks as though they are going 
“over the top” by a large margin. The 
slogan for the year is: “Up and ‘App’ 
*Em.” 


away out in the country will respond to 
the life insurance appeal of ‘65 and In- 
dependent’ in the advertising page of a 
magazine, and with a thirty-minute pres- 
entation turns over his life savings to a 
life insurance counselor whom he never 
heard of before; when a little eleven- 
year-old girl away back in the country 
districts of North Carolina will volun- 
tarily cut from a magazine a page of 
gripping copy which may say ‘Is your col- 
lege education assured?’ and take the 
‘ad’ to the dinner table, read it aloud 
to her parents, and exact a promise that 
they at once will make her education se- 
cure through life insurance, the ques- 
tion of whether life insurance can be 
merchandised is answered in the affirm- 
ative. 

“We know that it is then only a ques- 
tion of getting similar stories before 
enough people enough times, and that 
they will respond to the positive appeal 
and supply themselves with intangible 
but valuable things just as quickly as 
they will the things that can be actually 
seen and enjoyed. j 

“Life insurance companies should long 
ago have been studving this as their 
greatest problem. We are far behind 
most great American enterprises when 
compared to our potential market, and 
are to that extent remiss in our duty 
to a public which does not realize the 
value of the thing which we have, be- 
cause they do not understand. 

“Life insurance can and‘will and must 
he merchandised, and if we of the present 
generation fail to discharge this respon- 
sibilitv, others will take our places be- 
cause we left our task undone or partially 
and ineffectively done.” 








MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. 


interested prospects—people who have written the Head Office 


for information. 








Fidelity is a low-net-cost company operating in 40 states. 
Full level net premium reserve basis. Over Quarter of a Billion 
insurance in force. Faithfully serving insurers since 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men 


Our agents interview 














Massachusetts Mutual 
Convention Program 


THREE DAY MEETING PLANNED 





Field Force to Gather at French Lick 
Springs September 15 for Instruc- 
tive Sales Program 





The field organization of the Massa- 
chusetts Mutual Life will gather at 
French Lick Springs September 15 for 
a three days’ convention. A number 
of the leading home office executives will 
be present and an instructive program 
has been arranged in which the produc- 
tion leaders have an active part. The 
program as so far arranged follows: 
Tuesday, September 15th, 9:30 A. M. 

Opening of the Convention—Carl Le- 
Buhn, Davenport, president of the 
Agents’ Association. 

Welcome—Henry Loeb, second vice- 
president. 

Marching On—P. I. Kidd, Davenport. 

Demonstration of an Interview—Jos- 
eph Pellicane, New York, 

Sales Method Session—John W. Yates, 
Detroit, in charge; assisted by, E. L. 
Goodrich, Boston; E. C. MacDowell, 
Rochester; L. V. Freudberg, Washing- 
ton; J. J. Shirey, Baltimore; G. H. Schu- 
macher, Cleveland; F. L. Lantz, Wilkes- 
Jarre; P. C. Beyer, Wilkes-Barre; W. 
H. Burns, Philadelphia. 


Tuesday, September 15th, 2 P. M. 

Women’s Meeting—Mrs. Olive Joy 
Wright, Cleveland, in charge. 
Wednesday, September 16th, 9:30 P. M. 

Alexander T. Maclean, Associate Ac- 
tuary, in charge. 

Deferred Annuities, discussion opened 
by Miss May Belle Raymond, Washing- 
ton. 

Options—Survivorship Annuities—Dis- 
cussion opened by C. E. Hooper, New- 
lark. 

Income at 60—Discussion opened by 
Millard B. King, Harrisburg. 

Susiness Insurance—Discussion opened 
by A. R. Ferguson, Indianapolis. 

Educational Policies —-Discussion 
opened by L. M. Cotlow, Keane-Patter- 
son Agency; Paul Romaine, Cincinnati. 

Announcements. 


Thursday, September 17th, 9:30 A. M. 
The Value of Preparation Through 
Programs—Discussion opened by L. J. 
Lynch, Minneapolis; E. M. Spence, 
Peoria. 

“Punching the Clock”—W. C. Flynn, 
St. Louis. 

“The Hole in the Doughnut”—F, T. 
McNally, Minneapolis. 

Election of Officers. 








WITH RELIANCE IN WEST 





John F. Jeha Made Supervisor in North- 
west With Headquarters in Port- 
land, Ore.; His Career 


The Reliance Life of Pittsburgh has 
appointed John F, Jeha as supervisor in 
charge of its northwestern department 
with headquarters in the Morgan Build- 
ing, Portland, Oregon. He will cover all 
of Oregon. 

Mr. Jeha started with the Reliance 
Life as a part-time agent under P. F. 
Sheedy. He became a successful un- 
derwriter and built up a general agency 
of his own in Pittsburgh. His organ- 
izing ability caused hime to be appointed 
agency organizer in the Western: Penn- 
sylvania department. 

Mr. Jeha is a graduate of Duquesne 
University and University of Pittsburgh 
Law School and has a master’s degree 
in economics. He has had considerable 
experience in inheritance and income 
tax matters in connection with life in- 
surance. 





JOINS CANADIAN OFFICE 
W. P. Brenton, for many years con- 
nected with the Prudential Assurance of 
England, has joined the actuarial force 


of the Metropolitan Life in its Canadian 
head office. 
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Program Plan Used 
As a Sales Opener 


DISCUSSED B J. E. BRAGG 





Tells Manhattan Life Salesmen in Meet- 
ing Here Ways to Get Attention 
With Program 





A complete program is not sold in 
one interview and is not intended to be, 
said James Elton Bragg, vice-president 
of the Manhattan Life at the meeting 
of the field representatives of that com- 
pany held in this city last week. Mr. 
Bragg went on to explain that the pro- 
gram plan has its chief value to the 
salesman as an opener, to create inter- 
est on the part of the prospect. 

One of the greatest problems for the 
life insurance salesman, said Mr. Bragg, 
is to organize his knowledge while talk- 
ing to the prospect. Many who can 
pass excellent examinations on life in- 
surance and have a vast fund of knowl- 
edge on the subject, fail utterly to or- 
ganize their ideas when they get face 
to face with the indifferent or antagon- 
istic prospect. The program idea 
makes an excellent means of meeting 
this situation, said Mr. Bragg. If the 
program is gotten up in tangible form 
in a folder so that it may be handed 
to the prospect, it has a big advantage 
especially for the younger and less ex- 
perienced salesmen. 

Mr. Bragg is getting up a folder 
containing an ideal program for one 
type of prospect which is so arranged 
that each sheet is a step in the sale, 
and so arranged that it leads naturally 
toward the closing arguments. ‘This is 
a boon to the inexperienced salesman 
who on. getting into the prospects 
office can get a breathing spell to or- 
ganize his talk by simply handing him 
the folder open at the first page and 
say “Read that,” or anything. The 
prospect is sure to take the folder be 
cause human curiosity is too great to 
resist. 

Selling the Educational Policy 

The educational policy offers another 
excellent means of getting the atten- 
tion of the prospect and has the added 
advantage of offering good chances of 
an immediate sale, Mr. Bragg pointed 
out. He suggested carrying in the 
front of the rate book figures showing 
the commuted value of $10 per month 
and also $100 per month for four, six 
and eight years, showing the amount 
of principal to produce a given income. 
With these two tables, Mr. Bragg said, 
it is possible to make up on the spot 
any kind of educational policy desired. 
Here is the commuted value of $10 per 
month the amount being the amount of 
life insurance or principal required to 
produce an income of $10 per month 
from which 


larger amounts may be 
calculated: 
$10 PER MONTH. 
WP MOUNS oc aamernacees $450 
Oe YORER cceicceena ee 653 
| 842 


Following is the commuted value of 


© VOUS encase ecmeres $ 754 
eo re 1,094 
D PORES ooo66 ko sdieees 1,412 





WRITES AT UNIVERSITY 

Dr. Tipton R. Snavely, who writes in- 
surance at the University of Virginia for 
the Mutual Life of New York, in addition 
to filling the chair of economics there, has 
been retained as economic adviser to the 
committee on taxation of the Virginia 
State Chamber of Commerce and is now 
spending some time in Richmond looking 
after duties incident to this position. 


UNION MUTUAL MAKES GAINS 
_ In the special effort for new business 
in July, which marked the celebration of 
the 77th anniversary of the organization 
of the Union Mutual Life of Portland, 
Maine, the company wrote 46% more busi- 
ness than in July, 1924, and the num- 
er of agents who contributed to the total 
was gratifyingly large. 


PHILADELPHIA LIFE MANAGER 


Thomas E. Warriner Made General 
Agent for Several Counties in Vir- 
ginia; His Business Career 


Thomas E. Warriner has been ap- 
pointed general agent at Lawrenceville, 
Va., for the Philadelphia Life, effective 
September 15th. Besides Brunswick, of 
which Lawrenceville is the county seat, 
his territory will include the following 
counties in Southside Virginia: Din- 
widdie, Greenesville, Lunenburg, Meck- 
lenburg, Nottoway, Southampton, and 
Sussex, 

For the past ten years, Mr. Warriner 


has been secretary and treasurer of 
Sledge and Barkley, Inc., a retail hard- 
ware and farm implement house of 


Lawrenceville and he enjoys a wide 
business acquaintance in the territory in 
which he will represent the Philadelphia 
Life. Previously for several years he 
was secretary to S. H. Hardwick, pas- 
senger traffic manager of the Southern 
Railway. Two years ago he was elected 
president of the Southern Retail Mer- 
chants Conference which meets annual- 
ly in Richmond each summer, and was 
reelected last year. He recently round- 
ed out his second term in the office. 
He is endowed with an exceedingly at- 
tractive personality which will doubtless 
serve him in good stead in his new line 
of work. His plan is to begin an inten- 
sive cultivation of the field assigned him 
as soon as he enters upon the work. 


INTER-SOUTHERN AFFAIRS 
Secretary Stanley Real “Dismissed” by 
Resolution of Board; Hearing on 
Department Examination 


The Inter-Southern Life of Louisville 
has added another chapter to its dis- 
turbed state of affairs by dismissing by 
resolution the secretary of the company, 
Stanley Reed, who has been head of the 
agency department for several years. The 
resolution gave “lack of harmony” as the 
cause. The report on the examination 
of the company has been in the hands 
of Insurance Commissioner S. M. Sau- 
fley since the middle of the month but 
it is stated that the contents of the re- 
port will not be made public until the 
officers‘of the company have been given 
an opportunity to be heard. 

The company has added to its staff two 
new general counsel in Ernest Woodward 
and Elwood Hamilton, who have been 
personal counsel for President James R. 
Duffin. 





INTER-SOUTHERN LIFE CHANGE 


W. Chenault Cockrell, agency super- 
visor of the Inter-Southern Life of Louis- 
ville, has been made director of agents 
in place of Stanley Reed. 


STUDENT WRITES BIG CASES 








One of Members of Buffalo Training 
Class Closes Two $100,000 Cases; 
Had Good Enrollment 


\).e Buffalo summer school for life 
insurance training under the direction of 
Griffin M. Lovelace, which has just 
closed, had an enrollment of seventy-four 
students, four of which were women. 
Actual business written for Buffalo 
amounted to $2,225,000. 

Individual records were J. E. Bright, 
3uffalo, two $100,000 policies; Edgar R. 
Wood, Hamburg, N. Y., twenty-nine 
applications. 

Assisting Dr. Lovelace in special sub- 
jects of the course were Vincent B. 
Coffin, Albany, general agent for the 
Provident Mutual, “Policies and their 
Principles”; Frank M. See, St. Louis., 
general agent for the Union Central, 
“Interviews”; Ralph G. Engelsman, New 
York City, connected with the Equit- 
able Life, “Psychology and Selling.” 





John M. Riehle, head of the Riehle 
Agency of the Equitable Life Assur- 
ance Society in New York, has returned 
from Europe. 





== —— — 


CLEVELAND LIFE CONVENTION 
The Cleveland Life Agency organiza- 
tion held a_ three-day 
Terraced Lakes, 


convention at 
Independence, Ohio, 
last week, the sessions being held in the 
Cleveland Life Club House. It was dis- 
tinctly an agents’ convention there being 
a minimum of office instruction 
and the field representatives taking a 
large part in the meeting, after an in- 
troductory address by President William 
H. Hunt. 

Ray H. Finger, manager of agencies, 
put on a demonstration with Frank H. 
Strock, president of the Cleveland Ad- 
vertising Club. Out of many applicants 
for the privilege of soliciting Mr. Strock, 
four were chosen and each was given 
fifteen minutes. 

After the business sessions President 
Hunt gave a dinner at his home at Ter- 
raced Lakes. 


home 














FRANK J. HAIGHT 


CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 


Des Moines, lowa 








HOME LIFE 


Insurance Company of New York 
ETHELBERT IDE LOW, President 


The 65th Annual Report shows: 


Premiums received dur- 
ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 
ciaries in Death 
Claims, Endowments, 


Dividends, etc........ 6,321,524 


2,801,996 


Increase in Assets...... 


Actual Mortality 62.4% 
of the amount ex- 
pected. 
Insurance in Force..... 260,530,414 


Admitted Assets........ 51,457,218 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 


256 Broadway New York 























Low Cost 


GEO. T. SMITH, Vice-President 
DUNBAR JOHNSTON, Seeretary 





The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment ? so_p 


NEW . THROUGH 
ORDINARY } High Value ITS OWN 
POLICIES Attractive and Novel Features AGENCY 


Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
E. J. HEPPENHEIMER, President 

CHAS. F 
S. R. DROWN, Asst. Seo’y and Asst. Treasurer 


HOME OFFICE, JERSEY CITY, N. J. 


STAFF ONLY 


. NETTLESHIP, 2nd Vice-President 











reputation for stability acd alr dealing. 


their business 


interest of all its polleyholders. 
JOUN BARKSR, Vice President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD. MASS. 
FREDERIC H. RHODES, President 
Chis Company vas always pursued those policies in the conduct of its business that have given it a high 


flas always rendered the highess grade of service to Its polloyholders. 
Hae always extended reasonable assistance and encouragement to its representatives to develop and hold 


Its policy contraets give to each individual insurer full protection, safeguarding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 




















NEW POLICY 





Disapility Benefits of $15.00 per $1,000.00 
Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 
The Manhattan Life Insurance Co. of New York 
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DES MOINES, IOWA 





Three New Records of Progress 


A TWENTY-TWO MILLION DOLLAR PRODUC- 
TION of new life insurance during June, 1925, in 
honor of President George Kuhns. 

A NINETY MILLION DOLLAR PRODUCTION of 
new life insurance during the first half of 1925. 


During June, 1925, the total of life insurance in force 
passed the EIGHT HUNDRED MILLION DOLLAR 


BANKERS LIFE COMPANY 


GEORGE KUHNS, President 
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THE EASTERN 
UNDERWRITER 





This newspaper is owned and ts pub- 
lished every Friday by The Eastern Un- 


derwriter Company, a New York corpora- 


tion, office and place of business 86 
Fulton Strect, New York City. Clarence 
frman, President and Editor; W. L. 


Hadley, Secretary and Business Manager; 
Edwin N. Associate I:ditor; 
Jerome Philp, Associate Iditor. The ad 
dress of the officers is the office of this 


Eager, 


newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


Canadian subscriptions 
$1.00 for postage should be added. Other 
$1.50 for 


copies 25 cents. 


outside of Canada 
should be added. 

Entered as 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 


countries 
postage 


second-class matter April 


UNEMPLOYMENT INSURANCE 

Labor Office at 
a study of un 
which it 


The International 
Geneva has made public 
employment insurance has 
completed. 

I he prac tice of 
employment owes its origin to the trade 
union movement. Some trade unions, 
particularly those of Great Britain and 
also certain continental unions, began in 


insuring against un 


the middle of the last century to pay 
regular allowances to members out of 
work In many cases a general, inclu 


sive contribution paid into a single fund 


was intended to meet all the different 
needs of the organization, including 
propaganda, strike pay, unemployment 


and sickness benefits. This furnished 
relief of a precarious character. 
The institutions, however, developed 


numerical strength as 
the membership in Belgium read 640 
000: in Denmark, 260,000; Netherlands, 
250.000: Switerland, 150,000, and Finland, 
20,000 

The chief 
institution 


considerably in 


insurance 
organized by public author 
s that established at Berne, Swit 
1893. an 
but which 
oped to anv extent. 
The first practical attempt at 
pulsory unemployment insurance was 
made at St. Gall. and after two 
was a failure, work ceasing in Tune, 1895 


unemployment 


itic wea 


zerland. in institution which 


still exists has never devel 


com 


years 


The first notable success registered by 
public authorities in connection with 
unemployment insurance arose out. of 


their co-operation with trade unions. Tt 
was known as the “Ghent system.” 
From the first vear of its operation, 
1901, the Unemployment Fund, which 
was created by the town of Ghent for 
the purpose of increasing the benefits 
paid to unemployed members of an un 
employment fund, or for augmenting the 
sums withdrawn from savings banks by 
those who preferred to provide for them 
selves independently rather than belong 
to a mutual benefit system, included 13. 
000 members in its organization. 

Great Britain can claim the honor 
of being the first country to adopt a 
new and bolder method, destined to pro 
duce fertile results, namely, the actual 
organization by the public authorities of 
unemployment insurance. The National 
Insurance Act of 1911 introduced a sys- 


tem of compulsory unemployment insur- 
ance in certain industries, selected on an 
experimental basis, as being more par- 
ticularly subject to unemployment, 
namely, the building, engineering and 
shipbuilding industries. The number of 
insured amounted to 2% 
millions, thus exceeding the total of sim 
larly insured persons in all other coun 
tries. *In 1916 the system having given 
satisfaction, extended to munition 
workers and to all workers in the metal, 
leather, India-rubber, chemical and am 
munition trades, to which the provisions 
of the 1911 Act did not previously ap 
ply, for it was feared that these groups 
would 
diately 
Phis 


persons some 


Was 


uffer from unemployment imme 
after the war. 
insured 


the conclusion of 

increased the number of 
to 334 millions. A new was passed 
in 1920, extending compulsory insurance 


act 


to all manual workers (with certain ex- 


ceptions of which the most important 
were agricultural workers, domestic 
servants and certain classes of persons 


in permanent employment such as per 
manent civil servants, pensionable school 
teachers, and subject to a certificate from 
the Ministry of Labor, permanent em 
ploves of local authorities and railway 
The number of insured 
was thus increased to nearly 12 millions. 

By 1913 there were some thirty un 
employment funds in) Belgium; more 
than 25 in the Netherlands, 20 in France, 
10 in Germany, 3 in IJtaly and 2 in 
Switzerland. 

sepinning with 1905 France, Norway 
and later Denmark introduced the 
“Ghent system” on a state as opposed 
to a continental basis. 

Phe of Government subsidies 
has assisted unemployment funds to in- 
their financial stability, to im- 
prove their general organization and to 
fulfill their engagements toward their 
members with greater certainty. The 
report concludes as follows: 

The problem of unifying unemploy 
ment insurance with general social in 
surance raises two conflicting principles. 
If it is held that the main object. of 
insurance 1s merely to alleviate the ef 
fects of social risks by compensating the 
sufferers, this would lead to the prefer 
ence for a general system of insurance 
against all risks, since they all equally 
involve the loss of wages or earnings. 

If it is considered, on the contrary, 
that insurance should aim essentially at 
preventing or nunimizing risks, and com 
pensating the sufferers only when such 
prevention fails, differentiation accord 
ing to risk naturally seems. preferable. 
For it is obviously impossible to re- 
quire the same institution to prevent or 
remedy the evils due to a variety of 
different causes, such as industrial acci- 
dents, industrial disease, sickness or un- 
emplovment, and also to deal with other 
inevitable evils where the risk is of a 
different kind, such as old age, and can 
not be prevented. In relating the idea 
of prevention to insurance, special em 
phasis must be given to the close con 
nection, which already exists, between 
unemployment insurance and the provi- 
sion of employment facilities, and the 
further connection which has recently 
been developed in certain countries be- 
tween these two functions and the suit 
able organization of public works, or 
the encouragement of private ones. Tf 
this conception be followed to its logi 
cal conclusion, unemployment insurance 
becomes one element in a general sys 
tem of economic institutions aiming at 
a rational organization of the labor mar- 
ket, just as accident insurance should 
constitute one element in a vast safety 
system, and insurance against other phy- 
sical risks should be an integral factor 
in the organization of public hygiene. 

Is it desirable then that a definite atti- 
tude should be adopted on these alter- 
native systems? Or might it be pre- 
ferable, on the contrary to adopt an 
intermediate position and not to pro- 
pose the unification of social insurance 
so as to avoid in each case weakening 
the preventive or compensatory meas- 
ures which insurance should provide; 


companies). 


system 


erease 

















The Human Side of Insurance 














BINA M. WEST 


Miss Bina M. West of Port Huron, 
Mich., has been elected president of the 
National Fraternal Congress of America, 
the first woman to receive such an honor. 
She is the 
Woman’s 


Supreme Commander of 
Benefit Association. 

x Ok Ok 
Hendon Chubb, head of Chubb & Son, 
the 
agencies in New York City, accompan- 
ied by Mrs. Chubb, has sailed for Eu- 


one of leading marine insurance 


rope. 
* * * 


Harry C. Walker, Binghamton, N. Y., 


formerly lieutenant-governor of New 
York State, recently left for Seattle, 


Wash., on a month’s trip in connection 
with Mr. Walker is 
one of the most prominent men in New 
York State Masonic circles, and is also 
the F, 


Masonic activities. 


one of & D.’s best producers, 


k Ok Ok 


F. Highlands Burns, president of the 
Maryland Casualty Company, is one of 
a committee of 13 appointed by Secre- 
tary of Commerce Hoover to draft a 
mechanics’ lien bill that will be a stand- 
ard in all States. 

a ve 


George K. Trask, chief examiner of 
the Fireman’s Fund, at the Western 
Department, Chicago, completed forty- 
four years of continuous service with 
the Western Department on August 12. 
He started as office boy and during his 
long connection with the Fireman’s Fund 
family he has missed scarcely a day’s 
work. 


i: tk 


Rupert F. Fry, organizer of the Old 
Line Life of Milwaukee, has started the 
American Founders Fire also of Milwau- 
kee. The vice-president and secretary of 
the company is Joseph A. Fleckenstein, 
who has been in charge of the fire in- 
surance division of the Wisconsin in- 
surance department. 


—— ——_—_-—— ‘ ee 





and at the same time endeavor to se- 
sure a partial simplification of admin- 
istrative procedure, in connection more 
especially with levying insurance con- 
tributions. The question now seems 
ripe for exhaustive international exam- 
ination, as it not only affects unem- 
ployment insurance, but is closely con- 
nected with the problems, elsewhere 
examined, relating to the organization 
of social insurance in general. 


H. Edmund Machold, former speaker 
of the Assembly and a director in the 
Agricultural Insurance Co. and of the 
Metropolitan Casualty Co., has resigned 
as president of the Northern New York 
Trust Co. of Watertown, and on Sep- 
tember 1 will assume the post of vice- 
president of I. L. Carlisle Co., Inc., New 
York City. Mr. Machold is vice-presi- 
dent and director of the St. Regis Paper 
Co.; vice-president and director of the 
Norwood and St. Lawrence Railroad Co.; 
president director of the Water- 
Underwriters Corporation; treas- 
urer and director of the Northern New 
York Milk Corporation; 
and director of the Citizens Trust Co. 
of Adams, N. Y. He is also a director 
of the Peoples Trust Company of Ma- 
ione, the Bank of Deferiet, N. Y., and 
the Northern New York Trust Co. 


* * * 


and 
town 


vice-president 


C. C. Blevins, superintendent of agents 
of the Bankers Life Company, who is at 
present on leave of absence from his 
duties at the Home Office owing to ill 
health, was “showered” with messages of 
congratulation and good will on Wednes- 
day, August 19, that date being Mr. 
Blevins’ sixty-sixth birthday anniversary. 

kk OO 


George Hammond, who, until recently, 
has been an active member of the firm 
of Ayers & Hammond, F. & D. repre- 
sentatives in Clinton, Mass., and is now 
treasurer of the Clinton Savings Bank, 
is responsible for the latter institution 
having installed a system which makes 
it practically impossible for anyone to 
put over on the bank a forged with- 
drawal receipt, even when accompan- 
ied by the proper pass-book. Inciden- 
tally, this is the first bank east of Chi- 
cago to make use of this new protective 
device. When an account is opened at 
the Clinton Savings Bank, the new client 
does not simply sign a signature card and 
go merrily on his way. Instead, after 
the card is signed, it is inserted in a ma- 
chine on Mr. Hammond’s desk. <A _ but- 
ton is touched and there’s a picture of 
both the signature card and the depos- 
itor to be filed away for future reference, 
Hence, the person who succeeds in with- 
drawing money from an account other 
than his own, must not only be able to 
write like his victim but look like him 
as. well. 

x Ok Ok 


Herbert C. Sargent, who has been con- 
nected with the John McNamara 
organization of the Guardian Life in 
New York, has left life insurance to 
engage in a two-year study of music at 
Milan, Italy. Possessed of a splendid 
tenor voice of much promise, Mr. Sar- 
gent has for years spent much of his 
time and means in vocal study, including 
several trips abroad. He and his family 
sailed recently. 

x kk 


Ernest H. Perkins, who became gen- 
eral agent for the Provident Mutual Life 
at Richmond, August 1, is enjoying a 
long-deferred vacation. He is spending 
it in New York. He expects to be back 
at his desk in Richmond September 1. 
John Moyler whom he succeeded as gen- 
eral agent there, is now a special rep- 
resentative on his staff. Mr. Moyler re- 
tired as general agent voluntarily after 
serving in that capacity for seventeen 
years. 


5k: The 


Frederick E. Schortemeier, secretary 
of the Department of State, who is to 
address the Health and Accident Under- 
writers Conference at West Baden on 
September 2, was for ten years a news- 
paper man. 
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FIRE INSURANC 





An insider's View of 
Palmetto-Chrysler Plan 


No insurance development in_ recent 
years has attracted more attention than 
the Palmetto-Chrysler plan by which both 
fire and theft insurance is included in the 
purchase price of Chrysler cars. The 
msurance newspapers have printed many 
thousands of words on the subject. Most 
of the articles have been written from 
one point of view. Because of the wide- 
spread interest in the subject, among both 
insurance people and state Departmental 
heads, THE EASTERN UNDERWRITER here- 
with presents, in accordance with its policy 
of covering as completely and fairly as 
possible subjects of a controversial interest 
in the business, the first of a series of arti- 
cles written by an authority on the plan, a 
man cognizant with all of its ramifications. 
He takes the position that the Palmetto- 
Chrysler transaction is part of an evolu- 
tionary drift im fire and theft insurance and 
really will benefit the great institution of 
insurance in the long run, as well as to 
preserve for existing insurance companies 
a great volume of premiums which other- 
wise would be lost. 


NO. 2 

In the last issue of THe EAstern 
UNDERWRITER it was pointed out that 
the so-called Chrysler-Palmetto plan 
was not in itself an issue—that it was, 
in fact, merely an incident in a devel- 
opment, every feature of which required 
the most dispassionate and serious con- 
sideration. In the face of that situation 
every person in authority in the insur- 
ance field—be he a commissioner of in- 
surance of any state of the Union, or 
the head of a conference, association or 
committee—is called upon to be pains- 
taking in research, careful in analysis 
and constructive in criticism or com- 
ment. 

It should be generally useful to an- 
alyze some of the most frequently 
voiced criticisms of the Chrysler plan. 
No comment made herein is in the spirit 
of criticism or fault-finding; the effort 
of the writer is bent entirely on the 
proper analysis and exposition of the 
various arguments, and if any person 
is quoted, it is merely because of his 
having stated some one proposition in 
such a way as to make quotation thereof 
useful for illustrative purposes. 


Who Is the Public? 


Walter H. Bennett, of the National 
Association of Insurance Agents, has 
very aptly and tersely stated the true 
and ultimate text of the whole matter 
when he says: “We hold that there is 
only one test to apply when considering 
the usefulness of any practice in the 
Insurance business—does it serve the 
public interest?” 

Sut who is the “public,” and what 


‘is the “public interest” to be served? 


One who is not himself an agent may 
protest against Mr. Bennett’s intima- 
tion that the insurance agents alone con- 
Stitute the public, and that the public 
Interest is not served because in his 
opinion the operation of the Chrysler 
plan “violates thé universal practice of 
one hundred years’ standing of service 
to the public through the American 
Agency System.” 

The interests of those who buy in- 
surance are a very important part of 
the public interest—first, in order of im- 
portance, the interests of those who 
make insurance possible—whether as 
agents, company officials or underwrit- 
€ts—are also part of the public inter- 
est. Overshadowing these, however, is 
that intangible but nevertheless real 
public interest which requires for the 
Common social welfare that the dam- 
ages of accidental misfortune should be 


repaired by the contribution of many, 
instead of being permitted to remain 
the individual burden of one who may 
not be able to carry it, or in most cases 
should not be called upon to meet it 
alone. 

Insurance Should Be Available at Lowest 

Possible Cost 

The public interest will be served 
when insurance is available at the low- 
est possible cost, compatible with con- 
tinuance of financial stability on the 
part of the insurer. Other conditions 
are that the insurance must be easily 
available, equitably administered and 
promptly utilizable in meeting losses 
from the hazards insured against. 

The agency organization exists be- 
cause it has played an important part 
in making the insurance easily avail- 
able, and has frequently been a_ con- 
venient means of exerting the influence 
of commercial expediency to induce 
equitable administration and prompt 
utilization of the insurance in the event 
of loss. a 

The agency system is an integral part 
of the insurance business, and as such 
its expenses and costs enter into the 
cost of insurance, and become subject 
to the exigencies of the public interest, 
which demands insurance at the lowest 
possible cost. The agency service must, 
therefore, be compatible with cost, and 
the cost be warranted by the service 
rendered. 

Is Business Being Taken Away From 
The Agents? 

Just what is the grievance of the 
agents against the Chrysler plan? 

Somewhat bluntly stated, it is that 
business is taken away from them. But 
is this true? How much business is 
lost to agents through this Chrysler 
plan? 

If 80% and more of all new Chrysler 
cars are being sold on time payments 

and the percentage holds true as to 
other makes of cars as well—then all 
of such 80% of first year insurance on 
Chrysler cars would never become busi- 
ness available to insurance agents. The 
reason is that finance companies have 
never bought insurance locally; they 
have got all their insurance from one 
or two agents or brokers. Are the 
agents now bemoaning the loss of that 
business? It was lost to them long ago, 
when finance companies first developed 


their current methods of operation. 
What constructive suggestions as to 
that finance business have been made 


through the years by those who now 
grow vehement in denunciations of the 
Chrysler plan? 

About the only change that the Chry- 
sler plan effects is that if throughout 
the country there were heretofore ten 
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of fifteen finance companies participat 
ing in the financing of time-payment 
sales of Chrysler cars, between them 
controlling insurance business which 
passed through ten or fifteen agents or 
brokers, by the Chrysler plan the mem- 
bers of brokers is reduced from ten or 
fifteen to one. 

It is illustrative of the inconsistencies 
of the arguments advanced that while 
the insurance agencies complain that 
the plan operates to their disadvantage, 
we find the editor of one important in- 
surance publication complaining that: 
“admittedly, there is nothing in it for 
any one but the broker.” 

Says Agents Will Benefit Greatly 

As a matter of fact, insurance agents 
will benefit greatly in the general de 
velopment of which this Chrysler plan 
is a part. As the established insur 
ance companies which transact a gen 
eral business re-enter the “finance-com 
pany” insurance field more extensively 
the time will soon arrive when a method 
will be evolved whereby, even though 
the insurance be contracted for in a 
wholesale way, it will be distributed 
eventually through the local agencies. 
Ordinary commercial expediency of 
keeping the good will of an agency 
system which is going to bring in other 
business necessary to the companies will 
dictate this. 

If its letter to its agents 
any moral obligation upon it, one of 
the companies which has recently been 
announced as having underwritten the 
insurance entering into the finance-plan 
of one of the leading makes of cars, is 
already obligated to announce a_ plan 
which will give the agents participation 
in the insurance written on these auto- 
mobiles. ‘The letter of this company to 
its agents is quoted as follows: 

In our (the 


Mnposes 


opinion this practice Chrysler 
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plan) if continued will demoralize automobile 
underwriting and will be harmful to all, par 
ticularly the many thousands of agents who 
have through their efforts rendered such valu- 
able asyistance in placing business upon the 
present recognized standards, 

We wish to state brietly but emphatically 
that we are unalterably opposed to any whole 
sale plan of writing businesg that does not 
give the agent proper participation in com 
missions and desire to assure you that we will 
use cur best efforts to assist in discouraging 
practices of this kind, 

It will be interesting to see the de- 
tails of the plan under which the com- 
pany will apportion among its agents 
the business of insuring Studebaker 
cars sold on time payments, the under- 
writing of which is just as much “whole- 
sale” as the Chrysler plan. 


The Business Which Does Not Pass 
Through the Finance Companies 
But, it will be urged. the insurance 

controlled by finance companies must 
necessarily be outside the scope of the 
agencies organization, and that the real 
objection to the Chrysler plan is that 
it takes away from the agency organi- 
zation the 20% remainder of the busi- 
ness which does not pass through the 
finance companies. 

In reality, however, how much of this 

20% sales of cars results in business to 

the insurance agent? Are not the in- 

surance agents quite familiar with the 
extent to which automobile deaiers in 
towns both large and small have made 

a side line of placing insurance, and 

who have not openly gone into 

the insurance business, have made ar- 
rangements with other insurance agents 


those 


whereby, under one guise or another, 
they benefit financially from the busi- 
ness which they throw to the insur- 


ance agent? 

The financial benefit which the auto- 
mobile dealer gets is either a deduction 
from the total benefit which the agent 
ought to get, or is an expense in one 
way or another passed on to the in- 
surance company. ‘The real amount of 
business which may be lost to the in- 
surance agent by a plan such as the 
Chrysler plan is not in keeping with 
the volume of protest against it 
Companies Must Protect Their Agents 

As already pointed out, the estab- 
lished insurance companies engaged in 
yeneral business will protect their 
agents—because they must. Competi- 
tion and self-interest will regulate this. 

Taken all in all, is the agent any 
worse off under the Chrysler plan which 
affects fire and theft insurance alone 
and only as to cars in the first year 
ot use—the insurance for other years 
of use, and collision, public lability and 
property damage for the first year of 
use as well, being left to the local in- 


surance agent to solicit and obtain? Or 
does he suffer more under a plan where 
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an insurance 
automobile 


company, catering to the 
industry alone, attempts to 


make every automobile dealer an in 
surance agent to place insurance at 
rates lower than those which a _ local 
insurance agent may quote? Under the 
first plan he may lose a seattered pre 
mium here and there. Under the sec 


a volume 
disastrous 


ond plan, he is bound to lose 
of business so large 
to him 
Only Extra Outlay Is For Financing 
An especially important advantage to 
the agents in the Chrysler plan is that 
the extra outlay to which the purchaser 
is put in buying a car on time pay 


as to be 


ments is very much less than that to 
which he would be subject if buying 
on any other plan whereby he is re- 


quired to pay in a lump sum a financing 
charge which includes a premium for 
insurance as well. Under the Chrysler 
plan the purchaser’s only extra outlay 
is for 


financing, and the saving puts 
him in a position to buy collision and 
public lability insurance. In too many 


cases heretofore the purchaser felt that 
he had already been subjected to such 
a heavy outlay for financing and insur 
ance that he would take a chance of 
getting along without the other forms 
of protection. 

In discussing at this length the pro- 
test of the agaist the Chrysler 
plan, it 1s not intended to disparage in 
any way the efforts exerted by the 
agents to protect their own position. 
‘The writer has considerable sympathy 
for the feelings of the agents, and 1s 
of the firm opinion that from the stand 
point of the insurance companys. in 
terest the agency needs to be 


agents 


system 


strengthened and solidified rather than 
weakened. 

The effort in this article has been 
primarily that of directing the attention 
of the agents themselves to the real 


underlying 
facts of 


and widespread situation, the 
which they must consider. It 
would be a victory without benefit: but 
with distinct loss to the agents’ 
interests, if the Chrysler plan should 
be defeated and the really dangerous 


best 


encroachments upon the insurance and 
agency system, such as this writer 
pointed out in a previous article, and 


also referred to 
£0 unnoticed. 


herein, are allowed to 
Everyone will agree with 


Commissioner Kendrick, of Iowa, in his 
statement that “the insurance business 
is t@o vital a factor in the industrial, 


America 
or even its wel- 
jeopardized.” Sut it is 


economic and domestic life of 
to permit its existence, 
fare, to be 


rather diffic ult to agree with him that 
the plan is “vicious and inimical to the 
best interests of the insurance busi- 
ness” in that it “strikes at the very 
foundation of the institution of insur- 
ance, namely, the agency system, with 
out which insurance companies could 


not successfully function.” 


Insurance Must Be Sold as Well as 
Underwritten 
The “foundation of the 
insurance” is underwriting plus selling. 
The part that the selling plays in the 
institution of insurance is in affording 
“spread,” which is the diversification of 
risk and its extension over many units. 
The Chrysler plan introduces both these 
factors—diversification and distribution, 
without the necessity of the very heavy 
expense of individual solicitation. Is this 
inimical of the public interest, service 
to which Secretary Bennett claims is 
the final and ultimate test? If the 
insurance itself is properly underwrit- 
ten and a great diversification of risks 
and practically guaranteed distribution 
of units obtained without expense, in- 
surance becoming thus available at the 
lowest possible cost, is the public to be 
robbed of the benefit of a lower cost 
merely because, in the estimation of 
some persons, the profit of an indi- 
vidual middleman is reduced—where he 
is called upon to perform no service? 
Certainly it would be the grossest mis 
statement of public policy to contend 
that even under conditions such as above 
deseribed, there should be an arbitrary 
allowance for a commission to numer 
ous agents. lor instance, one of the 
commissioners is quoted as condemning 
the Chrysler plan on the ground that 


institution of 
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“every certificate or contract of insur- 
ance issued,” in his state, “with the 
exception of life, must be countersigned 


by a resident agent, who receives a 
commission for transacting the busi- 
ness.” 

Laws which have required counter- 


signature by a local agent, as a means 
of definitely bringing the insurance com- 
pany within the state for the purpose 
of being sued, are certainly in the pub- 
lic interest, but it will be a new theory 
of economics that the public interest is 
served by a charge against the assured 
for a profit to an intermediary, where 
the profit is not earned because of time 
and effort expended in the transaction. 


These resident agent’s laws will be 
discussed more fully in a_ subsequent 
article along with other alleged legal 


objections to the Chrysler plan. 


Palmetto Agrees to Abide By 
Alabama Resident Agent’s Law 


The Palmetto Fire has agreed, accord- 
ing to reports, to change its tactics in 
Alabama and abide by the demands of 
Insurance Commissioner Frank N. Ju- 
lian, who last week threatened to can- 
cel the Palmetto’s license because of 
its deal with the Chrysler auto company. 
It is now stated that the Palmetto will 
report all Chrysler auto fire and theft 
insurance through a resident agent, pay- 
ing him commissions and also paying 
taxes to the state. 


WISCONSIN DECISION DELAYED 


The Chrysler Sales Corporation and 
the Milwaukee distributors of Chrysler 
cars, have been granted fifteen days in 
which to file a brief representing their 
defense of the Palmetto plan to the 
United States judges in Milwaukee, Wis., 
who are hearing the case. Insurance 
Commissioner W. Stanley Smith of Wis- 
consin, was granted ten days additional 
in which to file a reply. The Chrysler 
Company now has a temporary injunc- 
tion re straining Commissioner Smith 
from interferring with the Palmetto plan 
to issue fire and theft insurance and the 
hearing last Saturday was to make the 
injunction permanent. 


P. D. FOGG WITH TRAVELERS 


The Travelers Fire has appointed 
Preston D. Fogg as assistant manager 
for central and eastern New York, with 
headquarters at Syracuse. He will be 
associated with Howard S. Jarvis, who 
was recently appointed manager for the 
same territory. Mr. Fogg secured unusu- 
al training for his work and an intim- 
ate |'nowledge of the field through six 
years’ wors with the Underwriters As- 
sociation of New York State. He was 
with the rating, inspection and engineer- 
ing departments of that organization 
for six years. He was then in service 
overseas for two years and on his re- 
turn became a special agent of the Nia- 
gara lire in Ohio. 
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States Irritated by 
U. S. Interference 


DETECT BLOW AT THEIR POWER 








Cases Here of Federal Receiverships To 
Block Departmental Liquidation; 
Chrysler Proceedings Another 
Example 





THE Eastern UNDERWRITER would not 
be surpised if there were one or two in- 
dignation meetings held in the lobby of 
the Texas hotel which will house the in- 
surance commissioners for their conven- 
tion next month. This indignation, which 
is now a smoldering ember about to burst 
into flame, is the result of the growing en- 
croachment on the power of the state by 
representatives of the United States; in 
other words, a revival of the old question 
of state rights, the feud of state vs. the 
nation. 

In this section of the country it started 
in New York State a couple of years ago 
when the Russian companies, which the 
New York Insurance Department wanted 
to liquidate, sued the Superintendent of 
Insurance to recover deposits, etc., finally 
working their way to the Court of Ap- 
peals. In the case of the Northern of 
Moscow, the Appellate Division of New 
York State reversed the Referee and the 
Court of Appeals affirmed the opinion of 
the Appellate Division. The decision was 
favorable to the Department. Before the 
judgment of the Court of Appeals came 
down and before the Department could 
apply for the liquidation order the North- 
ern of Moscow’s counsel went to the Fed- 
eral court and had two temporary receivers 
appointed; so the New York Department 
has not been able to take possession. 
By appointing receivers the assets of the 


company are cut down, as the receivers 
get 5 per cent. commission. 
Department Annoyed 
The Department naturally was not 


pleased that the Russian company went to 
the Federal court, not only because the 
matter had been fought out in two high 
state courts to a decision, but here, it al- 
leged, was a direct case where the power 
of the State Insurance Superintendent and 
the prestige of the office were damaged. 
A representative of the Department said 


>» THe EasterN UNDERWRITER: 
“The Russian companies entered New 
York State on exactly the same terms 


and understandings that all other foreign 
companies do. In making their application 
to enter this commonwealth they gave a 
tacit consent to abide by the laws of the 
state and acknowledged the jurisdiction 
of the Insurance Superintendent. Other- 
wise, their application would have been re- 
jected. 

“When they got into trouble they waged 
as hard a fight as they could in the state 
courts and when licked there they went 
to the Federal courts. It certainly presents 
a serious situation and tends to weaken 
the position of the State. 

“Another point which should not be over- 
looked in liquidation proceedings is that 
when the state liquidates a company there 
is a minimum of expense to the policy- 
holder. When a Federal receivership is 
appointed it costs the policyholders much 
more money because of that 5 per cent of 
the assets which they collect for fees.” 

Then came the action of the counsel for 
the Palmetto Fire in going into the Fed- 
eral court when the New York Insurance 
Superintendent had the Chrysler-Palmetto 
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power under fire; and their licensing and due consideration of the harm that September 1. Mr. Eskine is at present 


regulatory power endangered. 


Departmental Brief Quotes Prominent 
Men About State Rights 


In discussing the state rights question 
a representative of the Department called 
the attention of Tne Eastern UNDER- 
WkITER to the brief filed with the Court of 
a als in the action of Superintendent 
Beha for an order to take possession of 
the property and assets of the Second 
Russian. The State Insurance Department 
brief said in part: 

“The disadvantage of Federal interfer- 
ence with State rights and reserved pow- 
ers is not because of any lack of disposi- 
tion to protect the people of a particular 
state, but because of their limited powers 
and their inability to better the situation 
of a given state. ‘These contentions and 
arguments seem to be in conformity with 
authorities which this Honorable Court 
may consider in reaching the important de- 
cision which it must make upon this mo- 
tion. 

“The Committee on American Citizen- 
ship of the American Bar Association has 
addressed to the members of the Associa- 
tion a letter dated May 18, 1925, contain- 
ing the following sentences significant and 
pertinent to the underlying issue in the 
case at bar: 

“The American Par Association 
has declared its opinion to be that the 
American people are losing sight of 
the benefits that have arisen from the 
limited powers of our Federal Gov- 
ernment and the retention of rights by 
the States and by the people, as de- 
clared in our Bill of Rights * * * 
It is believed that the American people 


Address, 


will arise therefrom.’ 

What President Coolidge Said 
“President Collidge in his Memorial Day 
1925, said: 

‘If there is to be a continuation of 
individual and local self-government 
and of state sovereignty, the individual 
and locality must govern themselves 
and the state must assert its sov- 
ereignty. Otherwise these rights and 
privileges will be confiscated under the 
all-compeiling pressure of — public 
necessity for a better maintenance of 
order and morality. The whole world 
has reached a stage in which, if we do 
not set ourselves right, we may be 
perfectly sure that an authority will 
be asserted by others for the purpose 
of setting us right, 


“Senator Lee S. Overman from North 
Carolina said: 
“‘Nationalize! Centralize! These 


scem to be the slogans of individuals 
who do not understand what the 
fundamental American system is, and 
who would like to change our system 
after a foreign pattern. Why we 
fought the Revolution to escape a con- 
centration of power unwisely used. 
Our forefathers were determined that 
they would make no such mistake in 
America. Power was to be wisely 
distributed and jealously guarded. 

“*The tendency toward centralization 
at Washington was critically observed 
more than a century ago, but there has 
been little to halt the onward march,’” 


K. H. ERSKINE PROMOTED 


Kenneth H. Erskine has been appointed 


special agent in the eastern Massachu- 
setts field, and is well known among in- 
surance men in Boston. For fifteen 
years Mr. Fenton has carried the sole 
responsibility of the Boston department. 





J. J. WALKER COMMITTEE 
Insurance Men, Headed By Herman A. 
Bayern, Open Headquarters at 
130 William Street 


A committee of insurance men _ has 
been formed to support James J. Walker 
for mayor of New York on the Tam- 
many ticket. It will consist of agents, 
brokers, employes of companies and 
others in the insurance district. Head- 
quarters are being opened at 130 Wil- 
liam Street. 

The committee is headed by Herman 
A. Bayern, well-known automobile in- 
surance agent. Others on the commit- 
tee are T. Franklin Hogan, an agent 
of the Fidelity & Casualty; Harry 
Cooper, an insurance broker who does 
a lot of theatrical business; Eugene E. 
Navin, a broker who specializes in 
Queens business; Daniel T. McEnerny, a 
broker of the Bronx, and William L. 
Hooks, an agent of the New York In- 
demnity. 





MOTOR CLUB ON FIRE 


PREVENTION 
The Motor Club of Colorado has 
placed five thousand linen and card- 
board signs, warning of danger from 


forest fires, 


at various places through- 
out the 


Rocky mountain parks, stretch- 





I ing out many miles from the city of 
contract under consideration. That has are drifting slowly, but certainly, to associate in the Boston office of the Denver. The Motor Club has_ pledged 
not made a hit with the insurance depart- socializing through centralizing, and London & Liverpool & Globe with Local to assist Uncle Sam’s boys in every 
ment heads, who see themselves and their that they are permitting this without Manager Henry M. Fenton, effective’ manner practicable. 
GUARDIAN LIFE INSURANCE CO, ws: 





Established 1860 Under the Laws of the State of New York 





Tel. RECtor 5112 


MANAGERS 


ORGANIZATION 





AMERICA 
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HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
84 William Street New York City 
John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 


From the Charter granted in 1720 to 
THE LONDON ASSURANCE 


“To make Assurances of Houses, Warehouses, Goods, Wares and 
Merchandise from Accidents by Fire which tends to the Publick 
Good and Security of Many who have been and may be Preserved 
from the Ruin and Impoverishment which otherwise might ensue 
from such Calamities.” 





It is only natural that with such an ideal of public service 
the Corporation has prospered and endured and by its 


record may be rated as among the very strongest of the 
world’s successful insurance organizations. This year 


marks the 52nd anniversary of the entrance of The Lon- 
don Assurance into the United States and the 205th of 
its world wide activity. A permanent dependable fire 
office that has the confidence of its agents and those with 
whom it transacts business. 





Che Manhattan Fire and Marine Jusurance Co. 
84 WILLIAM STREET 
NEW YORK CITY 


John H. Packard, President 
Everett W. Nourse, Vice-President 


Frederick A. Johnsten, Secretary 


J. M. Mendell, Vice-President 
Wm. Sehacfer, Asst. Secretary 





























aU 














August 28, 1925 





Page 17 








Ask Editors to Rap 
State Departments 


NEW CHRYSLER DEVELOPMENT 





MacManus Advertising Agency Sends 
“Canned Editorial” To Newspapers; 
Editors Don’t Like It 





MacManus, Incorporated, an advertis- 
ing agency in East Forty-second Street, 
New York, one of whose clients is the 
Chrysler Corporation, has created a stir 
in daily newspaper offices by sending out 
a suggested editorial which defends the 
Chrysler-Palmetto insurance plan and 
sharply criticizes insurance commission- 
ers for opposing the plan. “Editor and 
Publsher” runs the suggested editorial 
under the headline: “Chrysler Seeks 
‘Pap’ In Editorial Form.” The “editorial” 
distributed to the daily papers and which 
the daily papers are asked to run fol- 
lows: 

“Motor car owners and prospective car 
owned in some states are asking just 
what is the province and functions of 
a state insurance commissioner. Ob- 
viously he is elected to see to it that 
the insurance laws of the state are ob- 
served and to protect the interests of 
the policyholders within the state. In 
some states insurance commissioners 
give the impression that their sole mis- 
sion in life is to protect the interests of 
the insurance agents even when those 
interests are opposed to those of the 
general public. 


The Insurance Plan 


“Here is a case in point: 

“To control the deferred-payment price 
of its product so as to get its cars into 
the hands of the ultimate user at the 
lowest possible price, the Chrysler Cor- 
poration negotiated for uniform, national 
finance rates. To get such rates it was 
necessary to insure cars against fire and 
theft. Of course, no finance company 
will finance the sale of an automobile 
on a time basis unless that car is in- 
sured against loss by fire or theft. This 
plan will save prospective Chrysler own- 
ers $5,000,000 during the next 12 months. 
It has been opposed by a few state com- 
missioners of insurance on these curious 
grounds: 

“1, One commissioner opposes it on 
the ground that it sets a precedent for 
other companies. In other words, this 
commissioner would oppose the saving 
of money for the public. By now he 
knows that other motor car companies 
are planning to adopt similar finance 
plans. 

“2. Another commissioner opposes the 
plan on the ground that it deprives local 
insurance agents of business. To be sure, 
it is a bit unfortunate for those agents 
that they should lose business, but it 
cannot be denied that the interests of 
a group are of lesser importance than 
the interests of the public. 


Calls Commissioners Short-Sighted 


“In no other field of business is com- 
Petition as keen as it_is in the automo- 
tive industry today. Companies are ever 
alert to effect new economies. They seek 
constantly to find new ways of winning 
public approval. And when a _ great 
manufacturing company finds a way of 
saving $5,000,000 and sees to it that the 
Public, and not the manufacturing com- 
pany saves that money, it is curious 
that there should be those so short- 
sighted as to oppose it. 

“Most of the state commissioners of in- 
surance have declared that the plan be- 
ing a Michigan contract is not subject 
to local state laws and hence is not 
within their jurisdiction. However, the 
insurance company has manifested a will- 
ingness to qualify to do business within 
the respective states and to pay taxes 
to the states on business done within 
those states. 

“The Chrysler plan of financing is a 
distinct step forward. It is a real pub- 
lic service.” 


Say Chrysler Dealers 
Are Acting as Agents 
THEREFORE VIOLATING LAW 


Wisconsin Insurance Dept. Counsel Sub- 
mit Brief Attacking Palmetto- 
Chrysler Plan 





Insurance Commissioner W. Stanley 
Smith of Wisconsin, has filed a_ brief, 
through his counsel, with the United 
States District Court in Wisconsin, in 
connection with the injunction proceed- 
ings brought against him by the Chrys- 
ler Sales Corporation, in which he at- 
tacks the Chrysler-Palmetto insurance 
plan. His counsel include Herman L. 
Ekern, Wisconsin attorney general, T. 
L. McIntosh, assistant attorney general, 
and Walter H. Bennett, secretary of the 
National Association of Insurance 
Agents, as amicus curiae. 

Commissioner Smith charges that the 
Palmetto is insuring cars in Wisconsin 
without being admitted to the state and 
paying taxes upon its business, and that 
the Chrysler Sales Corporation is en- 
gaging in the insurance agency business 
through the actions of its dealers in sell- 
ing cars at retail with the fire and theft 
insurance included in the sales price. 

Following are extracts from the brief, 


submitted in the suit to prevent the 
Chrysler Sales Corporation from secur- 
ing a permanent injunction restraining 
Commissioner Smith from prosecuting 
Chrysler dealers as violators of the state 
insurance laws: 

“We understand the plaintiff to con- 
tend that no act is required on the part 
of a dealer to bring the insurance into 
effect; that the sale of the car by the 
dealer brings it into effect—an abvious 
contradiction. We submit that the Pal- 
metto Fire Insurance Company has, by 
this contract or “master policy,” con- 
stituted the dealer in Wisconsin, _ its 
agent, to bind its assets to the extent 
of the insurance on a given car by the 
very act of making a sale of a car to a 
purchaser in Wisconsin, and has accept- 
ed this act of the dealer as creating a 
liability on its assets to the extent of the 
coverage, i. e., the full factory value of 
the car and for a period of one year from 
the day the dealer sells the car to the 
purchaser. 


Dealer Has Connection 


“This insurance coverage is for the 
benefit of the retail purchaser or the pur- 
chaser and the holder of the deferred pay- 
ment indebtedness. It applied to actual re- 
tail sales only. Distributors and dealers are 
required to send a daily record of retail 
sales deliveries, compiled on forms sup- 
plied by the Chrysler Sales Corporation, 


to the insurance agents Alexander & 
Alexander, c/o Chrysler Sales Corpora- 
tion at Detroit, Michigan. The insur- 
ance agents mail the purchaser direct 
this formal insurance certificate. Here 
is a direct connection between the dealer 
in Wisconsin making the sale and the 
general agents of the Palmetto Fire In- 
surance Company. 

“The purpose of this entire scheme of 
insurance is as follows: 

“This tri-party competitive device was, 
therefore, conceived for the purpose of 
benefiting Chrysler, the credit company, 
and the insurance company, with the 
purchaser of the car only as a necessary 
convenience. 

“In order that the purchaser of a car 
may have the benefit of this insurance, 
it is necessary that there shall appear 
an intermediary in the person of an au- 
tomobile salesman. This salesman must 
at some time during the sale of the car 
represent to the purchaser that the sale 
of the car includes insurance. He nat- 
urally advances this as one of the reasons 
for the purchase of a Chrysler car. He 
holds that out as an inducement not pos- 
sessed by other automobile manufac- 
turers. This must have been the main 
reason the Chrysler Sales Corporation 
had in view when it launched the scheme. 
When a Chrysler dealer sells a car in 
Wisconsin, several things have to be 


(Continued on page 20) 





“Luck” 


Do you envy the “lucky” agent who lands all the big 
risks? Read what a modern wise man says about Luck? 


“Do I believe in Luck? I should 
say Ido! It’s a wonderful force! I 
have watched the successful careers 
of too many lucky men, to doubt its 
existence and its efficacy. You see 
some fellows reach out and grab an 
opportunity that the other fellows 
standing around had not realized 
was there. Having grabbed it, he 
hangs onto it with a grip that makes 
the jaws of a bull-dog seem like a 
fairy touch. He calls into play his 
breadth of Vision. He sees the pos- 
sibilities of the situation, and has the 
Ambition to desire them, and the 
Courage to tackle them. He in- 
tensifies his strong points, bolsters 
his weak ones, cultivates those per- 
sonal qualities that cause other men 


NEW YORK CHICAGO 





MONTREAL 


to trust him and to co-operate with 
him. He sows the seeds of sunshine, 
of good cheer, of optimism, of un- 
stinted kindness. He gives freely of 
what he has, both spiritual and 
physical things. He thinks a little 
straighter; works a little harder and 
a little longer; travels on his nerve 
and his enthusiasm; he gives such 
service as his best efforts permit. 
Keeps his head cool—his feet warm 
—his mind busy. He doesn’t worry 
over trifles. Plans his work ahead, 
then sticks to it—rain or shine. He 
talks and acts like a winner, for he 
knows in time he will be one. And 
then—Luck does all the rest.” 


HARRIMAN NAT’L BANK, 
New York City. 


FIDELITY-PHENIX 
FIRE INSURANCE CO- 


SO MAIDEN LANE, NEW YORK,NY. 


ERN—ST STURM, CHainman or tHe Boaro 
PAUL L.HAID, Presivenr. 


CASH CAPITAL FIVE MILLION DOLLARS 











SAN FRANCISCO 
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‘Weavers of NATIONAL nterprise 


EXTILE mills represent the latest 
thought im factory operation because loss 
is brought down toa minimum. 

Loss of time is avoided by conveyers and 
many other mechanical devices. Special elab- 
orate processes prevent waste of material in 
the course of manufacture. Loss by fire is 
guarded against most carefully through 
elaborate sprinkler systems and other 


modern fire prevention devices. And, natue 
rally, financial loss in the event of fire is 
covered adequately by Insurance. 

The textile business is another of the 
threads of industry that are woven with 
the strengthening fibre of Insurance into 
the great fabric of National enterprise. And it 
is one more indication of the National scope 
of the Liverpool and London and Globe*,. 


*Many great textile mills —large and small—are covered by policies of this 
company. L. & L. & G. agents are particularly active in the textile industry, 
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Newark Suit Under 
Surplus Line Policies 


FOLLOWS LEATHER RISK FIRE 





T. C. Moffatt Says Business Was “Ac- 
commodation Line” Placed By 


Over Zealous Broker 





William Handler, a Newark manufac- 
turer, has filed suit against T. C. Mof- 
fatt & Co., of Newark, declaring that 
he is unable to collect surplus insur- 
ance which has been placed in two un- 
authorized companies, the London Gen- 
eral of London, England, and the Gen- 
eral Security Insurance Company of 
Rome, Italy. Handler is in the leather 
goods business. His fire was in Janu- 
ary, 1923. The London policy was for 
$5,000; the Italian policy for $3,000. 
The companies are alleged by Handler 
to have refused to pay because they 
are not licensed to write in New Jersey. 

Mr. Moffatt says the insurance was 
negotiated by a former solicitor of his 
office and the risk was in what is known 
as the “accommodation class,” and a 
number of companies had refused to 
write it. Continuing his statement fol- 
lows: 

“In his zeal to cover the risk com- 
pletely our former solicitor, unknown to 
me or any officer of our company, 
placed a small part of the line at tariff 
rates and forms with the surplus line 
companies in question. These com- 
panies operated through general agents 
and attorneys in Jersey City who, I have 
been told, refused to make proper set- 
tlement of premiums received to the 
companies, as a result of which the com- 
panies declined the payment of the 


loss, and recovery is now being sought 
from our firm. 

“It appears to be purely a question 
of law with no legal or moral obliga- 


tion on our part, and of course we shall 
defend the suit.” 





R. N. HUGHS DIES 





Southern Manager of North America 
Group Was Active Member of Most 
Company Organizations 


R. N. Hughs, southern manager of 
the Insurance Company of North Ameri- 
ca, the Alliance and Philadelphia Fire & 
Marine, with headquarters at Atlanta, 
died Monday afternoon after a long ill- 
ness. Mr. Hughs was twice president 
of the South-Eastern Underwriters As- 
sociation, having retired from that po- 
sition in June of this year. He was also 
one of the organizers and first president 
of the Southern Automobile Underwrit- 
ers Conference, and also past president 
of the Southern Adjustment Bureau at 
Atlanta. At the time of his death Mr. 
Hughs was chairman of the executive 
committee of the Southern department 
of the Underwriters Salvage Company. 

Starting in the local agency of George 
W. Duncan & Co., of Macon, Ga., Mr. 
Hughs served in many capacities with 
company departments in Atlanta, be- 
coming assistant manager of the North 
American group at Atlanta in 1915. Up- 
on the death of the late Manager Dan 
B. Harris in 1917, Mr. Hughs became 
manager. 





JOIN PHILADELPHIA ASS’N 


The Implement Dealers’ Mutual Fire, 
of Grand Forks, N. D., and the Caro- 
lina Mutual of Charleston, S. C., have 
been elected to membership in the 
Philadelphia Fire Underwriters Associa- 
tion. 





M. S. Reeves, deputy assistant man- 
ager of the Liverpool & London & Globe, 
will lecture before the senior students in 
fire insurance on “The Hazards of Print- 
ing, Publishing and Bookbinding.” 
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50 YEARS IN INSURANCE 


Howard T. Williams of Baltimore Is 
Honored on Anniversary; R. M. Bis- 
sell Congratulates Him 
Howard T. Williams, of Maury-Don- 
nelly, Williams & Parr, of Baltimore, 
Md., has completed fifty years in the in- 
surance business, and the occasion was 
suitably celebrated last week at the 
agency offices. A letter from R. M. 
Bissell, president of the Hartford Fire, 
is especially cherished by Mr. Williams. 

In it Mr. Bissell says: 

“IT hasten to congratulate you upon 
rounding out a half-century in the suc- 
cessful and honorable pursuit of your 
chosen career. Anyone who in these 
modern times can look back. upon fifty 
years of industry in a highly competitive 
business, where too often unscrupulous 
methods prevail, and can enjoy the sat- 
isfaction of having maintained the respect 
and admiration of his competitors and 
associates—and who has at the same time 
been able to provide reasonably well 
for himself and family—has every rea- 
son to take pride in his accomplishment. 


“IT congratulate you upon your record 
and beg to express the hope that you 
will for many years continue to be one 
of the Hartford family, of which you 
have for so long been a member.” 

Mr. Williams was formerly secretary 
of the Home Insurance Company of Bal- 
timore and later formed his own agency 
organization. In 1910 he joined forces 
with the Maury-Donnelly-Thompson 


Company. Last year the agency was 
changed again, taking in as members 
Parr & Parr, the present firm being 


Maury-Donnelly, Williams & Parr. 


FIELD MEN HERE 

Several eastern field men of the Lon- 
don Assurance were at the home office 
this week. They included Lucius G. Leo- 
nard, New York State agent; Frank E. 
Walls, state agent for Massachusetts, 
Maine and Vermont; Joseph W. Klocker, 
special agent for Massachusetts, Maine 
and Vermont, and Elliot G. Beardsley, 
state agent for Connecticut and Rhode 
Island. 

Selbach & Deans of San Francisco 
have been appointed general agents for 
Harmonia Fire of Buffalo for the states 
of California, Oregon and Washington. 
The Harmonia is one of the Home group 
of companies. 





216TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome and Sacramento Sts, 
San Francisco, Cal. 











SCHROEDER MADE MANAGER 

Nathan S. Schroeder has been ap- 
pointed manager of the metropolitan de- 
partment of the Fire, Bankers 
& Shippers and New Jersey, succeed- 


Pacific 


ing H. G. Richards, who resigned to go 
with Hall & 


Princeton graduate and has been 


Henshaw. Mr. Schroeder 
is a 
with the Pacific group for nearly three 
Fred 


charge of the Brooklyn business in which 


years. Mezger will continue in 


capacity he acts as special represen- 


tative of the three companies. 

















NEW YORK 








PAUL L. HAID, President 


- CHICAGO ” 





Capital from Losses 


A solid business reputation is built up not on any one 
spectacular transaction, but on a large number of contracts 
with a large number of people. 
the basis of success in many lines. 


“Satisfied customers” is 


In our business, however, we lose, to a large degree, 
the opportunity to impress ourselves upon the community, 
by constant business contact. 


others that should not be neglected and that time is when 
we are paying a loss. 


But there is one time of all 


How much capital can be made out of one just settle- 
ment? A rare happening and of great moment, fire is + 
tragic event in the average person’s life. 
teous treatment leaves its impress not only upon the one 
assured, but upon a goodly number of sympathetic friends. 


The American Eagle is well known for its ability and 
willingness to pay every honest claim quickly. 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNEST STURM, Chairman of the Board 


CASH CAPITAL ‘ONE MILLION DOLLARS 


SAN FRANCISCO 


Fair and cour- 
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Says Chrysler Dealers 
Are Acting As Agents 
(Continued from page 17) 


done in Wisconsin in order to bring this 
insurance into force. No citizen of Wis- 
consin can obtain one of these insur- 
ance certificates on property that he 
owns on his own initiative. 


Contract Made In Wisconsin 


“The first movement will come from 
a Chrysler dealer who approaches a 
citizen of Wisconsin for the purpose of 
selling him acar. This is the first actual 
moving part of a contemplated contract. 
The dealer will have to persuade a citi- 
zen of Wisconsin to buy a car. The 


purchaser will himself have to take a’ 


part in this movement. He will have to 
agree to accept the proposition of the 
dealer and, in addition, will have to 
agree to pay the price asked. The offer 
to sell on the part of the dealer and the 
agreement to buy on the part of the 
purchaser, together with his agreement 
to pay a stipulated price, constitutes a 
full, definite and completed contract, 
every step in which must transpire and 
be effective in the state of Wisconsin. 

“Somewhere wrapped up in this con- 
tract of sale and purchase is this insur- 
ance certificate which passes as a part 
of the property sold to the purchaser 
and for which the purchaser agrees to 
and actually pays as a part of the con- 
sideration for the completed contract. 
This is true notwithstanding that the 
premium for this insurance was paid 
in the first instance by the Chrysler 
Sales Corporation. While Chrysler vol- 
untarily pays this premium, after he has 
received it from the distributor or dealer, 
nevertheless the insurance premium is 
included in and is a part of the final 
and ultimate purchase price paid by the 
purchaser. 

“The transaction is not yet complete. 
The automobile salesman is then re- 
quired to report to the Chrysler Sales 
Corporation and to the insurance agents 
in the state of Michigan. This report- 
ing movement is also a necessary part 
of the completed contract and is wholly 
performed in the state of Wisconsin, and 
is absolutely required in order to bring 
the certificate of insurance into existence. 
The dealer, therefore, sells cars and in- 
surance at one stroke. Without him, 
the insurance would not and could not 
be effected. 

“From the revealed facts in this case, 
we submit that the Palmetto Fire Insur- 
ance Company and the Chrysler Sales 
Corporation have entered into an agree- 
ment to insure automobiles located in 
the state of Wisconsin and to issue in- 
surance to the residents of the state of 
Wisconsin upon automobiles used in this 
state and elsewhere, with the intent of 
evading the laws of the state of Wis- 
sin enacted for the purpose of super- 
vising, regulating and taxing the busi- 
ness of insurance as affecting the risks 
located in this state. 





NEW COMPANIES IN FIELD 
Transcontinental ery Preskdia National, 
of National of Hartford Group, 
Commence Business in N. Y. 


The Transcontinental of New York 
and the Franklin National of New York 
have been licensed by the New York In- 
surance Department to write fire insur- 
ance under section 110 of the state laws. 
Both companies were organized by inter- 
ests identified with the National Fire of 
Hartford and each has a capital of $300,- 
000 and a contributed surplus of $690,000. 
Officers of the two companies are: Harry 
A. Smith, president; F. D. Layton, vice- 
president, and S. T. Maxwell, secretary. 

The Franklin National will be operated 
directly by the National of Hartford offi- 
cers and staff, while the Transcontinental 
was organized to be operated by H. G. 
B. Alexander & Co. of Chicago, as a fire 
running mate to the Continental Cas- 
ualty and Continental Assurance, of both 
of which H. G. B. Alexander is president. 


WHITE & DART, INC., CHANGES 





S. V. S. Howell, Vice-President; O. H. 
Tunell, Jr.. Treasurer; George M. 
Kraemer, Assistant Secretary 


At a special meeting of the Board of 
Directors of White & Dart, Inc., New 
York brokers, held on August 15, the 
following officers were elected: Edward 
W. Dart, president and secretary; S. 
V. S. Howell, vice-president; O. H. 
Tunell, Jr., treasurer; George M. Krae- 
mer, assistant secretary. 

Mr. Howell for a number of years has 
been in the insurance business, having 
previously been associated with Johnson 
& Higgins, and Rollins Burdick Hunter 
Co. 

Mr. Tunell is a newcomer in the in- 
surance business, but is an auditor of 
considerable experience and comes into 
our organization as treasurer and to su- 
pervise our accounts. 
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FIRE IN INSURANCE DISTRICT 


Fire broke out Tuesday in the former 
headquarters of the McKesson & Rob- 
bins Drug Company at 91 Fulton Street, 
now being demolished to make way for 
the new Royal Insurance Building, and 
for nearly two hours provided one of the 
most stubborn fires seen in New York 
City for several years. Although no real 
damage to property was done, smoke 
coming from the drug saturated floors 
spread over most of the lower part of 
Manhattan Island, driving many persons 
from their offices. There was no insur- 
ance loss. 


Mr. Kraemer, although a young man 
has had considerable experience in this 
line of work his previous experience hav- 
ing been with J. A. Eckert & Co., John- 
son & Higgins, and Rollins Burdick 
Hunter Co. 




































































SPECIAL RISK MANAGER 

Lyle E. Osborne has been appointed 
manager of the special risk department 
of the Travelers Fire at the home office 
in Hartford. He will resign as manager 
of the Mississippi State Rating Bureau 
on September 1 and will immediately take 
up his new duties. In 1918 Mr. Osborne 
associated himself with the Western Ac- 
tuarial Bureau and his ability was soon 
recognized, he receiving the appointment 
of assistant manager. In June, 1924, he 
was called upon to organize the Missis- 
sippi State Rating Bureau, which organ- 
ization was the outcome of practically all 
companies agreeing to return to Missis- 
sippi after having ceased operations in 
that State. 


PENN. AGENTS’ MEETING 
The Pennsylvania Association of In- 
surance Agents will hold its annual con- 
vention, Oct. 29 and 30, at Harrisburg. 
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J. H. Packard Brings 
Historic Documents 


LONDON ASSURANCE RECORDS 





More Than 200 Tears Ago Underwrit- 
ing Rules Were Adopted Which 


Companies Observe Today 





When John H. Packard, United 
States manager of the London Assur- 
ance, returned from England recent- 
ly he brought with him some unusually 
interesting, historic documents — that 
were in the possession of the home 
office of the company and which will 


be framed by him and placed upon the 
walls of his office. 

The London 
three companies two hun- 
dred years old. The company has in its 
handsome new building a museum con- 
taining relics of great historic interest 
in the business, and a few of these were 
given to the United States Manager. 
One is a receipt for 30 Pounds given 
to one of the subscribers of the com 
pany when it was formed in 1719, 

But of all the documents brought back 
by Mr. Packard probably the one which 
will engross students of the business 
most is a circular printed on heavy 
parchment in which the new company 
describes what it proposes to do in 
meeting the need of the public for fire 
insurance. Some of the rules and reg- 
ulations for the underwriting of busi- 
ness at that time were so wisely adopted 
that they serve insurance companies all 
over the world as the basis tor many 
aspects of underwriting today. 

The introduction to the document reads 


Assurance is 
more 


one of 
than 


as follows, the spelling used herewith, 
however, being modern: 

“Whereas assurances from loss or 
damage by fire tend to the security of 


property and the preservation of many 
families who might otherwise be ex- 
posed to poverty and ruin; and whereas 
it is of great benefit and security to the 
public to assure their property with a 
corporate body possessing large and un 
deniable funds to answer losses; and act- 
ing under a common seal, whereby the 
assured in the case of damage by fire 
may have a speedy and easy mode of 
recovery and not be subject to any causes 
or deductions whatsoever. 

“For promoting these purposes His 
Most Gracious Majesty King George 
I. granted to this corporation his Royal 
Charter by virtue whereby they assure 
houses and other buildings, goods, wares 
and merchandise, being the property of 
the assured, on commission or in trust, 
household goods, furniture, wearing ap- 
parel and printed books (except writ- 
ings), books of account, notes, bills, 
bonds, money, jewels, pictures, gun- 
powder, cattle, hay, straw and corn un 
thrashed, from loss or damage by fire. 
upon the following terms and conditions.” 

There follow nineteen different articles 
telling what are the conditions. 

In the document the annual premiums 
are quoted under three different sections. 
The first is “Common Assurances ;” 
second, “Hazardous Assurances;” third, 
“Double Hazardous Assurances.” lor 
common assurances, which are brick and 
stone buildings where there are no haz- 
ardous trades, the premium on any sum 
not exceeding £1,000 is 2 shilling % per 
annum. For hazardous assurances not 
exceeding £1,000, the premium is 7 shil- 
lings % per annum. For double hazards, 
5 shillings % per,annum up to £1,000. 
Persons insuring for seven years are al- 
lowed one year’s premium. 

Some of the Articles 

All students of the business will be in- 
terested in the following articles, some 
of which are effective through the fire 
Insurance world at the present day. 


Article XITI. 


“No policy shall extend to the assurance 
of any hazardous buildings or hazardous 
goods unless they are expressly men- 
tioned therein and the proper premium 
paid for the same. 


te oe ee ee ge eee 


Article XIV. 
To prevent frauds, if buildings or 
goods assured by the corporation shall 
be assured elsewhere, unless allowed by 
endorsement on the policy, the assurance 
made by this corporation shall be void. 
Article XV. 

“Upon the death of any person assured 
by this corporation, the interest of the 
policy shall be continued to his repre- 
sentatives to whom the right of the prop- 
erty assured belongs and the persons re- 
moving their goods may preserve the 
benefit of their policy if due notice be 
given of the removal to this corporation 
and same be allowed by endorsement on 
the policy. 
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Article XVI. 
“No loss or damage by fire happening 
by any invasion, foreign enemy or any 
military or usurped power whatsoever 


will be made good by this corporation. 


Article XVII. 

“No policy shall be of any force till the 
premium be paid and no receipts are to 
be taken for any subsequent premiums 
but such as shall be stamped with the 
seal of this corporation. 

Article XVIII. 

“All persons assured by this corpora- 
tion are, upon any loss or damage by fire, 
forthwith to give notice thereof to the 
directors or secretary of this corporation 
at their house in London and_ within 
fifteen days after such fire deliver in, as 
particular an account of their loss or 
damage as the nature of their case will 
admit of; and when any loss or damage 
shall be settled and adjusted the sufferer 
may receive immediate satisfaction for 
the same without any deduction what- 
soever.” 

This Will Interest Adjusters 

Here is an interesting article 
should interest the adjusters: 

Article XIX. 

“No loss or damage happening to plate 
will be paid unless it be expressly men- 
tioned to be assured, and in adjusting 
losses thereon the same shall not be val- 
ued at more than six shillings per ounce, 
and in adjusting losses on houses, no 
wainscot, sculpture or carved work shall 


that 


be valued at more than three shillings 
per yard.” 


The Company’s Own Fire Department 

There follow two paragraphs about the 
company’s own fire department, as 
follows: 

“For the timely assistance of the as- 
sured, this corporation has provided sev- 
eral engines and employ in their service 
thirty able fire men with proper instru- 
ments to extinguish fires and twenty able 
porters for removing goods, all clothed 
in green, with badges of Brittania hold- 
ing the harp and supported by the Lon- 
don Arms, to distinguish them from the 
servants of other offices. These badges 
are all numbered, of which persons who 
entrust the men with goods or having 
any complaint to make against them, are 
desired to take notice. 

“And, whereas many persons are un- 
willing to remove their goods in case of 
fire from apprehension that losses sus- 
tained thereby will not be made good to 
them; therefore, this corporation de- 
clares that they will allow all reasonable 
charges attending the removal of goods 
in case of fire and pay the loss of the 
assured if the goods shall be destroyed, 
lost or damaged by such removal.” 

The receipt of the Early Subscriber 
which Mr. Packard has in his possession 
follows: 

The 18 of January, 1719 

No. 765. 

Then Received of Col. Hugh Ray- 
mond the sum of 30 Pounds, being 
one per cent, in part of his subserip- 
tion of three thousand pounds; in 
receipt, as at foot; towards raising 
a joint stock of two millions, for in- 
suring ships and merchandize. 

By Order of the Joint Committee 
of Managers, (Signed R. Marsh. 


JOINS HALL & HENSHAW 
Henry G. Richards has become head 
counterman for Hall & Henshaw, fol- 
lowing his resignation as superintendent 


of the metropolitan department of the 
Pacific Fire, Bankers & Shippers and 
New Jersey. Mr. Richards has had con- 
siderable fire insurance experience in 


New York agency and company offices. 





1871 


$1,000,000 Capital 


Fifty-three Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service. has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 








Franklin W. Fort 


Fire Reinsurance Treaties 


Eagle Fire Insurance Company (New Jersey) 
Baltica Insurance Co., Ltd. 


18 WASHINGTON PLACE, NEWARK, N. J. 


(Denmark) 


Thomas B. Donaldson 














ewe 


“Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 




















THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
}. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, "Asst. Secy. 
A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Jarvis & Wright, ine., General Agents 
Metropolitan Distriet 
81 JOHN STREET 


Howle, 


NEW YORK 




















INSURANCE 
HARRY C. FRY, Jr., President 
JOHN B. SIRICH, Sec’y. 


307 FOURTH AVENUE PITTSBURGH 
J. A. HETRICK, Treasurer 
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Comparison of U. & O. 
With Profits Cover 
DRY GOODS STORES’ BULLETIN 


Prepared by Warren F. Kimball, of New 
York, Insurance Adviser of 
2,000 Department Stores 


Kimball, a New York m 


i wren I, 


. » 
surance man, is insurance adviser of 2,000 


department lore owners In fiz ea 
the msurance compant paid $49 O00 000 
im loss to department stores, averaging 


fire a da and average [ of $4,500 


The insurance problem with the merchant 
is so serious that the Nattonal Retail Dr) 
Good Issoctation has an insurance bu 
reau, and Mr. Kimball has gtvew this bu 
reau valuable advice at variou lime 

He recemly prepared for the dy \" good 
people a bulletin which they sent out and 
vhich compares Use and Occupancy and 


Profits Insurance The comparison fol 


Profits Insurance 
Fire policies indemnify for the actual 
direct loss or damage to property only, 
yet there are subsequent losses due to in 
terruption of business which may be mort 


erious than the property damage itself. 


The problem confronting the insured i 
one of selecting a combination of con 
tracts which will surely give full protec 
tion. Unless these contracts are carefully 
chosen, the insured may find himself with 
out adequate coverage in the event of loss. 
Qn the other hand, overlapping policies 
should be avoided so as to climinate cause 
for misunderstanding and delay in setth 
ment. 

Lasses which may be sustained in addi 
tion to the direct loss or damage to prop 
erty only are made up of: (a) Less 
net profits; (b) loss due to such expenss 
and fixed charges as would necessarily 
continue during a period of total or par 
tial shutdown, but which cannot be earned 
because of the busin having been in 
terrupted; and (c) loss caused by in 
creased cost of operating, which may i 
due to inability of the organization to 
function with usual efliciency after a_ fire 
or to extra expense incurred in an effort 
to successfully carry on the business. 


Comparison of U & O and Profits 


It is the firm belief of this Bureau that 
Use and Occupancy or “Anticipated Earn 
ings” insurance in addition to regular fire 
policies is best suited to department store 
business and will give absolutely complete 
protection when the policies are properly 
written. 

“Profits” policies are available, how 
ever, and it is the purpose of this bulletin 
to briefly explain why we believe, in most 
cases, that straight profits insurance does 
not thoroughly protect the insured, espe 
cially in comparison with Use and Occu 
pancy insurance. The profits form = in 
most common use is quoted below and th 
statements following apply to this form 
(See Profits form.) 

1. The loss under the profits policy is 
determined by using a certain percentage 
of the adjusted fire loss. The amount of 
fire loss on merchandise involved has no 
direct connection with the gross profits 
which may be lost, during interruption of 
business, due to fixed charges and other 
expenses which necessarily continue, but 
cannot be earnéd because of inability to 
carry on normal operations. Basing the 
adjustment of profits loss on the adjusted 
fire loss is a somewhat haphazard and 
rather unscientific method of settling the 
loss. 

For instance, there may be no salvage 
or there may be as much as 80% salvage. 
One loss may be largely confined to mer 
chandise, another may include severe dam 
age to building and equipment. Interrup 
tion of business may be partial only, and 


last for a week or two, or it may be 
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total for several months and be followed 
by partial interruption for several months 
longer. Damage to power plant, inter- 
ruption of clevator service, interference 
with telephone cables, and similar dith- 
culties could be sustained without any +« 
covery whatever under the profits policy 
vhicl nothing but merchandise. 

In the event of a loss causing a very 
hort period of interruption and_ practi 
cally no damage to building or equipment, 
but considerable damage to stock which 
could be replaced with but little delay, the 
insured might be in the position of recov 
cring more than the actual loss sustained. 
ile might possibly receive in a day or 
two the entire profits for the full period 
of iurn-over and then be able to stock up 
again with goods of a similar type and sell 
a large portion in the same turn-over 
period. Over-payment of any loss is con 
trary to the fundamental principles of in 
the insurance policy 
is a contract of indemnity only, that is, 
reimbursement to the insured for the 
actual loss sustained. 

3. In the event of fire so destroying 
the property as to interrupt the business 
for longer than the normal turn-over 
period, the insured) would be absolutely 
under-insured and unable, with the ordi 
nary Protits policy, to recover the actual 
] l‘urthermore, even though 


uch covers 


» 


urance inasmuch a 


los ustained, 
the period of interruption is shorter than 
the normal turn-over period, it might be 
that, due to a certain combination of fire 
and water, the salvage obtained would be 
considerable Here again the insured 
mught find himself unable to recover the 
actual loss sustained simply because the 
profits loss would be adjusted at a cer 
fain percentage of the adjusted fire loss 
which happened to include a large per- 
centage of salvage. 


Typical Case Where Profits Insurance 


Can Be Carried 
| 


Minished goods in a manufacturing plant 
or warchouse should be covered by a spe- 
cial profits. policy inasmuch as loss of 
profits on finished goods is specifically ex 
cluded in the manufacturer’s U. & O. 
form. It is customary for the manufac 
turer to carry both U. & O. and _ profits 
insurance and the contracts are so drawn 
up as to prevent overlapping of coverage 
and to take care of the particular needs 
of the manufacturing class. 

lin contrast to the manufacturer’s U. & 
QM. contract, the retailer’s U. & O. form 
does not exclude finished goods so_ that 
U. & ©. and profits insurance on a retail 
tore would absolutely overlap and cause 
much difficulty in adjusting a loss. The 
new U. & ©. form outlined in detail im 
Special Bulletin No. 3 and also in the 
Controllers’ Congress “Insurance Manual 
for Retail Merchants.” covers the actual 
loss of gross profits or “earnings” regard- 
iess of the season in which the loss oc 
curs antl revardless of whether the loss is 
caused by damage to plant and equipment 
or merchandise or both. It is thoroughly 
adapted to the needs of department store 
business \t least 75% of those present 
at the Controllers Convention indicated 
by show of hands that they were carrying 
U. & ©. instead of profits insurance on 
their main store property. 

Under certain conditions, the retailer 
might wish to carry profits insurance on 
surplus stock stored in a separate ware- 
house, this case heing somewhat = similar 
to the manufacturing coverage referred 
to above. Special analysis of each case 
is necessary in order to decide whether 
Drolits imsurance on the warehouse will 
be satisfactory to the owner. 


ENTERS MASSACHUSETTS 

The First American, the latest mem- 
ber of the America Fore group of com- 
panies, has been admitted to Massachu- 
setts. Obrion, Russell & Co., of Boston, 
are agents for the company, which will 
write fire, marine and sprinkler leakage 
insurance. 





A court has awarded compensation to 
an employe who was hurt in a fight with 
another employe over the manner in which 
they should do their work. 




















Is the postman 
on your payroll e 


The postman who delivers The 
Saturday Evening Post is working for 
every Hartford Agent. He is carrying 
more than 695,000 Hartford messages 
this week and more than 1,634,000 
more are bought on the newsstands. 

Hartford agents know that this ad- 
vertising pays. Look up this week’s 
issue and you will see why. This is 
one of the things that make a Hart- 
ford connection of ever increasing 


value to live local agents. 


HARTFORD FIRE 
INSURANCE COMPANY 


Hartford, Conn. 


The Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 
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i such claims as policyholders in the Key- 
Ask Receiver for 4 stone Indemnity Company; in that they I lee 1925 
Keystone Indemnity did squander and dissipate and use the ntegrity Service 


SEIZURE OF ASSETS CHARGED 





Complaint Says Reciprocal is in Unlawful 
Possession of Funds of Another 
Exchange 
Receivers have been asked for the Key- 
stone Indemnity Exchange of Philadel- 
phia, a reciprocal exchange, charges being 
made that officers of that company are 
unlawfully in possession of funds of the 
Automobile Insurance Exchange, another 
insurer of like variety. Application for 
the receivers was made in the United 
States District Court in Philadelphia last 

week. 

The Keystone Exchange and its officers 
are accused of having been a party to a 
conspiracy by which the assets, business 
and good will of the collapsed automobile 
reciprocal, the Automobile Insurance Ex- 
change, were seized unlawfully and con- 


verted to the Keystone Indemnity Ex- 
change, thereby greatly increasing the 
business of the latter organization. A 


receiver is asked in order that a full ac 
counting of funds may be secured. 


Department Examiner Attacked 


In the complaint of the plaintiff’s at- 
tacks are also made on A. G. Costello, one 
of the examiners of the Pennsylvania In- 
surance Department. It is alleged that 
he was one of those instrumental in forc- 
ing the merger and consolidation of the 
Automobile Insurance Exchange with the 
Keystone Indemnity, despite the objections 
of the stockholders of the former. The 
complaint states he declared he ‘“‘would 
take such action against the Automobile 
Insurance Exchange as would irreparably 
damage the same by the publicity of ac- 
cusations of insolvency and liquidate its 
business with the result that some of the 
officers, particularly the said John H. 
March, would very likely be held per- 
sonally liable on some of its obligations; 
and he further intimated that criminal 
prosecution might follow against such 
officers. 

“Having failed to obtain any action by 
a sufficient number of stockholders, A. G. 
Costello, without authority or consent of 
either the Exchange Operators, Inc., its 
officers or stockholders, or of the Automo- 
bile Insurance Exchange, on or about Oc- 
tober 1, 1923, deliberately seized all the 
assets and property of any and all kinds 
belonging to the Automobile Insurance 
Exchange and the Exchange Operators, 
Inc., and immediately thereafter delivered 
the same to the Keystone Indemnity Com- 
pany and to the other defendants.” 

Another charge in the litigation in- 
volves the Franklin Trust Company. It 
is alleged that the trust company holding 
the trust fund of the Automobile Insur- 
ance Exchange amounting to $100,000 did 
in violation of the trust agreement de- 
liver the said fund to the Keystone In- 
demnity Exchange. 


Charged With Paying Unjust Claims 


_ Continuing the Keystone Indemnity and 
Its officers are accused of unlawfully seiz- 
ing the property of the Automobile Ex- 
change and operating it for their own 
use as follows: 

“That the Keystone Indemnity Company 
thereupon, together with its officers, the 
defendant being in possession of said as- 
sets, on October 1, 1923, and with full 
knowledge of the acts of said defendant 
A. G. Costello and their illegality and the 
circumstances rendering the actions of the 
directors and stockholders of the Ex- 
change Operators, Inc., illegal and void, 
Proceeded to use and did unlawfully usc, 
convert, and exhaust all the funds of the 
Exchange Operators, Inc., and the Auto- 
mobile Insurance Exchange; and in fur- 
therance of their conspiracy did us the 
Same in such a way as to advertise the 
Keystone /Indemnity Company, in that 
they did pay unjust claims against the Au- 
tomobile Indemnity Exchange so as to 
Procure those persons to whom they paid 


funds for the purposes of the Keystone 
Indemnity Company.” 

The application for receiver and ac- 
counting prays the court: 

“That a receiver be appointed of all the 
assets and property of the Keystone In- 
demnity Company and the Keystone In 
demnity Exchange with power to take, 
hold, demand, receive, and collect all 
funds, assets, and property belonging to 
the said Keystone Indemnity Company and 
Keystone Indemnity Exchange in the 
hands of any other person and to account 
to the court for the same; that any debtor, 
agent, or depositor of said defendants, as 
well as the defendants themselves, shall 
forthwith pay, deliver, and assign all 
moneys, securities, assets, and property of 
every kind whatsoever to said receiver. 
That the said Keystone Indemnity Com- 
pany and Keystone Indemnity Exchange, 
their agents, directors, and employees be 
enjoined from retaining or taking posses- 
sion of money, or retaining, taking, deliv- 
ering, or assigning any of the assets or 
property, franchises, rights, privileges, etc., 
of said Keystone Indemnity Company and 
Keystone Indemnity Exchange, from col- 
lecting or receiving any of the moneys, 
assets, securities, or property of the Key- 
stone Indemnity Company and the Key- 
stone Indemnity Exchange or in any wise 
dealing therewith, or in molesting or in- 
terfering with the full and absolute pos- 
session and control thereof by the Re- 
ceiver. That the Receiver be authorized 
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D. F. DRISCOLL 
INSURANCE BROKER 


AND 


REAL ESTATE 


Licensed broker for New York, New Jersey, Connecticut and 
Rhode Island 
SPECIAL ATTENTION GIVEN TO SALES AND RENTALS OF 
NEWPORT PROPERTIES 
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Liverpool Maintains 
Large Salvage Corps 
PROTECTS MANY WAREHOUSES 





Has Proved Important Aid in Cutting 
Down Fire Losses Along Waterfront 
And in City Itself 





The tariff fire companies of Liver- 
pool, England, those subscribing to the 
rating organization, have published a 





to operate and conduct the business of the 
said Keystone Indemnity Company and the 
Keystone Indemnity Exchange, reporting 
the result of said operation to your Hon- 
orable Court.” 





Insurance For Contentment 


V 7 do not take out life insurance because we 


expect to die tomorrow. 


expect to die at all. 


In fact, we don’t 


We may sometimes wish we 


were dead, or think perhaps the world and our- 


selves would be just as well off if we were. 


But 


when it comes to the pinch, we will not die, and 
neither will our family or friends permit us to die. 
Every effort, scientific and unscientific, is made to 


keep breath in the body. 


This is not an essay on life and death. It is simply 
a method of emphasizing the thought that we do 
not insure to die, nor do we expect, when we insure, 


that we will have to die to win. 


We insure to 


secure contentment, which is the very reason why 


we do not have to die to win. 


We are winning 


this contentment just so long as we live and pay 
the premium necessary to secure it. 


There is more urge to live with life insurance 
than without it, simply because it gives us this 
sense of contentment and security. We live more 
happily and better, and consequently we shall live 


longer. 
or indifferent to life. 
us more careful. 


Life insurance does not make us careless 
On the contrary it makes 
Hence, life insurance is a good 


thing whichever way you look at it, and never do 


we have to die to win. 


We win from the very 


minute we take the insurance. 


; 





LIFE IN 
° 


SURANCE COMPANY 


7 BOSTON MASSACHUSETTS 








booklet to be distributed to the public 
describing the valuable services rendered 
by the Fire Salvage Association of Liv- 
erpool. The committee of the compan- 
ies draws special attention to supervision 
given to the warehouses and docks in 
Liverpool and nearby districts. As a 
result of the establishment by the salv- 
age corps of a special depot for dealing 
with damaged merchandise some fire 
insurance rates have been reduced dur- 
ing recent years by nearly 50 per cent., 
it is stated. 

Two stations are maintained in Liver- 
pool, one near the docks, and in addition 
there is a cotton salvage depot, Liver- 
pool being a large receiver of raw cotton 
from this country and elsewhere. 

As the result of serious fires in Liver- 
pool in 1842 and 1843 the first salvage 
brigade was formed in the latter year 
under the title of the “Liverpool Com- 
mittee of the London & Liverpool Fire 
Offices.” For many years there was only 
one permanent official, the rank and file 
reporting only at the outbreak of fires. 
After 1865 a larger organization was 
created and within the last few years 
the brigade was motorized. 

During 1924, 1,004 calls to fires were 
received and in addition to the work 
entailed by these, 3,196 inspections of 
warehouses were made in the interests 
of fire prevention and attention drawn 
to 680 structural defects; 19,638 visits to 
warehouses in which work was being 
carried on and 1,254 patrols were made 
to see that all warehouses were securely 
closed for the night; 111 inspections and 
562 patrols of the docks were also made 
during this period of one year. 

The carriers’ warehouses, cold stores, 
petroleum and oil stores, and mercantile 
timer storage grounds, all registered with 
the Association, are inspected and vis- 
ited in the ordinary course of duty. Dur- 
ing the Sinn Fein fires of 1920 when 
many warehouses were destroyed, the 
salvage brigade did especially merito- 
rious work. The chief work of the 
corps is prevention, the importance of 
which is considered paramount. Exten- 
sive systems of patrols and inspections 
are carried out continuously under the 
supervision and assistance of an experi- 
enced staff. 


BOSTON AGENCY PREMIUMS 


John C. Paige & Co. continues to be 
the leading agency in Boston from the 
point of view of premium income. For 
the first half of this year the agency 
placed with its fifteen fire companies 
$413,211 in premiums, a decrease of about 
$25,000 compared with the same period 
in 1924. Gilmour Rothery & Co. was sec- 
ond, with $407,784, an increase of $50,000 
over 1924. This agency writes for eight- 
een fire companies. R. A. Boit & Co., 
Field & Cowles, Dewick & Flanders, 
Obrion, Russell & Co., Kaler, Carney, 
Liffler & Co., Hinckley & Woods, and 
R. S. Hoffman & Co. are others among 
the Boston agency leaders. 





AUTO COMMITTEES TO MEET 


The actuarial and forms committee of 
the National Automobile Underwriters 
Conference will meet September 14 at 
Atlantic City, at which time the Chrys- 
ler plan and other recent developments 
in the automobile world will be discussed. 
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Federal Car Seizing 
(Continued from page 1) 


which infers that if good cause to the 
contrary may be shown, the Court will 
be without power to order a sale. The 
sale shall be by public auction of the 
property seized, and the Section pro- 
vides that the officer making the sale, 
after deducting the expense of keeping 
the property, the fee for the seizure, and 
the cost of the sale, shall pay all liens 
according to their priorities which are 
established by intervention or other- 
wise at a hearing, or in another proceed- 
ing brought for the purpose, provided 
that such lien shall have been created 
without the lineors having any notice 
that the carrying vehicle was being used 
or was to be used for the illegal trans- 
portation. The balance realized on the 
sale after making such deductions is paid 
into the Treasury of the United States. 
The Statute also states that all liens 
agains property sold under the provisions 
of Section 26 shall be transferred from 
the property to the proceeds of the 
sale of the property. We imagine that 
this infers that the Government shall 
hold the proceeds subject to the produc- 
tion of proof of a bona fide lien, and 
that should such a lien be proved, the 
Government would pay to the lhenor 
from the proceeds of the sale, the 
amount of his lien. It seems to us that 
the logical deduction from these provis- 
ions is that it would be impossible for 
an insurance company or an innocent 
mortgagee to suffer any loss by the 
Government’s seizure and sale that would 
be covered by an insurance policy on a 
vehicle. 


Mere Seizure Cannot Be a Loss 


It is our opinion that a mere seizure 
by the Federal Authorities cannot be a 
loss within the meaning of the term as 
used in the automobile policy against 
fire, theft, property damage, collision, 
transportation, or any other causes of 
loss for which liability is assumed under 
the policy. The latest form of automo- 
bile policy contains a provision that it 
shall be null and void if the automobile 
or automobiles insured thereunder are 
in illicit traffic in violation of the Na- 
tional Prohibition Act by or with the 
consent or knowledge of th® assured. 
You have raised the question of whether 
the company would be liable to a dealer 
where the Government seizes a car cov- 
ered by our policy if it contains a clause 
providing for the payment of loss, if 
any, to the dealer as interest may appear. 
We do not think so if it is a mere seizure 
by Federal Authorities as a policy in- 
sures the assured and the dealer only 
against fire, theft and certain other haz- 
ards, and a Federal seizure cannot be 
considered to be included in any of the 
hazards insured against. If, however, 
we assume that the assured files a proof 
of loss setting forth the theft of the 
car where, as a matter of fact, there was 
simply a seizure, we imagine that the 
burden of proving the seizure would 
be on the insurance company. This 
would, of course, be an affirmative de- 
fense and the burden of proving such a 
defense would be on the party raising 
it—that is, the insurance company. If 
this burden was successfully maintained, 
a recovery would be defeated on the 
ground that there was no theft and 
- therefore no loss. 

The defense of breach of warranty 
could well be raised by the insurance 
company under the provisions of the 
policy if it were proven that the car 
was actually seized by the Government 
and sold under the provisions of Section 
26, as on the face of the policy under 
the sub-heading “Warranties by the as- 
sured,” there is reference to the effect 
that the policy is made and accepted sub- 
ject to the provisions, exclusions, con- 
ditions and warranties set forth in the 
policy or endorsed thereon. This war- 
ranty by the assured covers the first 
special provision heretofore referred to, 
namely, the provision that the policy 


shall be null and void if the automobile 
is used in illicit traffic of liquor. 


In Case of a Collision 


If the car sustained damage by col- 
lision, for example, and was later seized 
by the Government for violation of the 
Prohibition Act and thereafter returned 
to its owner by the Government, we be- 
lieve that the company would be liable 
under the collision policy, which would 
be the equivalent of protection also to 
the dealer if the policy contained a loss 
clause making loss, if any, payable to him 
as his interest may’ appear. In such a 
case the seizure would appear to be en- 
tirely immaterial and have no effect upon 
the collision damage and the subsequent 
claim by the assured. If, however, the 
operator of the vehicle is convicted of 
violation and the car is disposed of under 
the provisions of Section 26, it seems to 
us that the owner or any other payee 
under the policy would have suffered 
no loss by reason of the collision dam- 
age. The theory of collision damage in- 
surance is that the assured will be in- 
demnified by the insurance company for 
the expenses to which he may be put 
in repairing the damage. Where the 
car is taken away from the assured, he 
is not put to any expense to repaid the 
collision damage and the company can- 
not, therefore, be called upon to pay him 
for expenses which he has not been put 
to. Then again, there is a provision in 
the policy for examination of the dam- 
aged car by the company, and the com- 
pany would. appear to be within its 
rights in disclaiming liability if the car 
were not available for examination, and 
if it were seized by! the authorities, it 
might not be available for such examina- 
tion. If, however, the car should sub- 
sequently be returned to the assured, we 
believe he could sustain a claim for col- 
lision damage and the company would be 
called upon to pay the loss, the fact 
of the seizure of car in such circum- 
stances being immaterial. 

Let us see what circumstances might 
arise where the company would not be 
liable to the owner of a car on account 
of its seizure by Federal Authorities 
for illicit transportation of liquor, and 
yet liable to the dealer to whom the 
policy made loss, if any, payable. Sup- 
pose the owner of the car were illicitly 
transporting liquor and the car sustained 
collision damage and at the moment the 
Federal Authorities walked up on him 
and took possession of the car, and the 
policy assumed liability for collision 
damage and the dealer was an innocent 
party. If the policy contained such a form 
of loss payable clause as would make 
ioss, if any, payable to the dealer re- 
gardless of whether there were any 
liability to the assured, the company 
would probably be liable to the dealer 
for the collision damage, but there would 
likely be few, if any, cases where the 
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Few Adjustments Find 
Way to Litigation 


THE PERCENTAGE IS VERY SMALL 





Hervey J. Drake, New York Lawyer, 
Tells of Testimony at Hearings in 
Albany 
Hervey J. Drake, former counsel of 
the New York Insurance Department, and 
now associated with Bonynge & Barker, 
27 William Street, in discussing the move- 
ment by certain commercial lawyers ad- 
vocating that fire litigation 
should be given preference in the courts 
because merchants and manufacturers suf- 
fer by reason of the holding up of their 
claims pending court and jury action, said 
to THe Eastern UNpbrerwriter this week: 
“IT presume that this is a revival of 
efforts which have heretofore been made 
in the Legislature to have Section 138 of 
the Civil Practice Act amended by  pro- 
viding a preference for these causes of 
action. The agitation for such an amend- 
ment is not new, although I have heard 
of no efforts along this line since the close 
of the 1924 session of the Legislature. 
At that time two lawyers had introduced 
in the Legislature several bills for the 
purpose as they .claimed of correcting 
abuses in the settlement of fire insurance 
claims. The first amended Section 138 
of the Civil Practice Act by adding Sec- 
tion 13-a, giving a preference to ‘an ac- 
tion founded upon a policy of insurance.’ 
“Another bill required insurance com- 
panies to complete the examination of the 
insured under the policy of insurance 
within a specified time after the receipt 
of proof of loss, while another related to 


insurance 


policy would contain such a loss clause 
as would be an unconditional agreement 
to pay the mortgage interest regardless 
of liability to the assured. 
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the arbitration of fire insurance claims. 
Hearings were held before the Senate In- 
surance Committee at which the repre- 
sentatives of the National Board of Fire 
Underwriters and the General Adjustment 
Bureau appeared in opposition to the bill. 
They stated (what a report of the Insur- 
ance Department of ‘its investigation of 
the loss files of the National Board of 
lire Underwriters and the General Adjust- 
ment Bureau afterwards confirmed) that 
98% of all loss claims made against com- 
panies belonging to these bureaus are paid 
without any litigation and without even 
requiring the insured to be examined un- 
der the provisions of the policy; that a 
large number of the remaining 2% of 
claims are settled after an examination 
of the insured and investigation, while 
the balance usually go into litigation due 
to facts surrounding the fire or shown in 
the proofs of loss; that the claims falling 
within the 2% class usually require care- 
ful investigation which takes considerable 
time, and that it accordingly would be 
wholly unfair to limit the time for ex- 
amining the insured or for investigation. 
The result was that the bills did not pass 
the Legislature and were not again intro- 
duced in the 125 session of the Legisla- 
ture. 

“T was much impressed by the state- 
ments made by the representative of the 
Bureau before the legislative committee 
and by the report of the Insurance De- 
partment which seemed to show very 
clearly that the fire insurance companies 
were not unduly contesting claims, but in 
fact were paying 98% of all claims with- 
out any question. I was also much im- 
pressed with what appears to be very 
obvious that in the remaining 2% of cases 
time is required by the companies to 
make careful investigation. This, of 
course, is difficult because in the case of 
deliberate fires the cause of the fire is the 
first thing destroyed and it is necessary 
for investigators to do clever work in or- 
der to gather evidence. 

“It is my opinion that the law should 
not be changed. In cases where the loss is 
an honest one, and doubtless in numerous 
cases where it is not, such claims are paid 
promptly and in the remaining cases 
believe undoubtedly the great majority of 
claimants are entitled to nothing. If there 
are facts surrounding the proofs of loss 
or the fire which make the claims suspi- 
cious, it undoubtedly is the fault of the 
insured, and the companies are justified in 
delaying payment until they are satisfied 
that the claims are valid. To shorten 
their time for investigation is but to play 
into the hands of the dishonest claimants 
and make it easier for them to collect 
fraudulent claims. I therefore believe that 
in view of the facts developed by the 
Insurance Department with reference to 
the payment of claims by insurance com- 
panies the law should remain as it is.” 





HAMPTON ROADS IN S. E. U. A. 


The Hampton Roads Fire & Marine 
of Norfolk, Va., has applied for member- 
ship in the South-Eastern Underwriters 
Association. This is one of the last com- 
panies in the southern territory to come 
into the S. E. U. A. under the new af- 
rangement of a flat commission scale. 
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MARINE & AUTOMOBILE DEPARTMENT 


Brokers Win Suit 

Over Dollar Policies 
USED PREMIUMS FOR CLAIMS 
British Court Holds Interpretation of 


Brokers’ Responsibility Law Shows 
No Violation 





C. T. Bowring & Co., English insur- 
ance brokers, have won their case with 
the Great Britain Insurance Company in 
a suit for unpaid premiums under dollar 
policies. The case was decided about the 
first of the current month in King’s 
Bench Division. The Greater Britain, 
in liquidation, claimed from C. T. Bow- 
ring & Co. as brokers £1811 due as pre- 
miums on policies issued for the brokers’ 
clients. On the other hand, Bowring & 
Co. put in counterclaims for a still great- 
er amount. The dispute arose over a 
“dollar agreement” on policies with Am- 
ericans. 

Justice Greer, in giving his decision, 
said: 

“T have come to the decision that the 
broker’s counsels first point is not well 
founded but that his second point is a 
good one. I think that the agreement 
which is called the ‘dollar agreement,’ is 
not an ‘agreement otherwise’ within the 
meaning of Section 53 of the Marine In- 
surance Act, which reads as follows: 

““Unless otherwise agreed where a 
marine policy is effected on behalf of the 
assured by a broker, the broker is di- 
rectly responsible to the insurer for the 
premium, and the insurer is directly re- 
sponsible to the assured for the amount 
which may be payable in respect of los- 
ses, or in respect of returnable pre- 
miums.’ 

“There are two limbs to that section— 
first, the part of it which says that the 
broker is directly responsible to the in- 
surer for the premium. That may be 
modified by an agreement that the brok- 
er shall not be responsible, but that the 
assured shall be responsible. It has not, 
however, been modified, in my judgment, 
in any respect at all because, under the 
dollar agreement the broker continued 
to be responsible for the premium to the 
insurance company—the plaintiffs in this 
case—and it makes no difference that he 
carried out his obligations by means of 
an adjustment which had the same ef- 
fect as between him and the insurance 
company as if he had paid the insurance 
company the premiums and received from 
the insurance company, as their agent, 
to pay to the assured any insurance 
money, the claims that were included 
in the amount which was being investi- 
gated. 

Insurer Responsible To Assured 

“That I do not think in any way alters 
the relation between the insurer and the 
broker with respect to the broker’s lia- 
bility for the payment of the premiums. 
The other limb of the section reads- 
that the insurer is directly responsible to 
the assured for the amount which may 
he payable in respect of losses or in re- 
spect of returnable premiums. I do not 
think the dollar agreement made any 
alteration or other agreement in refer- 
ence to that point, because the insurer 
still continued responsible to the assured 
in respect of all losses, and he was none 
the less responsible because he had ar- 
ranged with the broker that he would, 
in accordance with the agreement, pro- 
vide the broker with the money to hand 
over to the assured on his account. The 
liability was no more affected than it 
would have been if, in fact, he had paid 
the whole amount of the policy moneys— 
the whole amount of the claims—to the 
broker to hand over to the assured. 

“I think, therefore, that Section 53 still 
applies to the three people concerned in 
this insurance transaction. The broker 
is liable for the premium to the insur- 
ance company and the insurance com- 
pany continues to be liable to the as- 


Italian Companies 
Clash with Others 


COMPULSORY INSURANCE IDEA 





Situation Grew out of Formation of Con- 
cordato, Association of Italian 
Companies 





The Genoa correspondent of Lloyd’s 
List has revealed an interesting state of 
affairs in the Italian marine insurance 
market, which is apparently the outcome 
of a clash of interests between the Italian 
companies and the foreign companies 
operating therein. 

Writing on this subject the Journal of 
Commerce (Liverpool) says :— 





suis see the ‘ones: It was peeeerer 
that, if no difference is made to the po- 
sition of the parties, unless it was done 
by Section 53, then the claims which the 
defendants desire to set off in this case 
cannot be set off. That had to be con- 
ceded by reason of a number of decisions 
years ago and still recognized principles 
with regard to a set-off in bankruptcy, 
wheter the bankruptcy be a bankruptcy 
properly so called or the liquidation of 
an insolvent company. That, I think, 
deals with, I will not say disposes of, 
an argument which had _ considerable 
force behind it, which, I think, ought not 
to succeed, 

“The second point is one that I do not 
think, strictly speaking, is covered by 
the pleadings, because the defense puts 
the set-off as arising out of the dollar 
agreement, but I do not think I ought to 
decide any question merely on the plead- 
ings as they stand, and, as I say, I have 
only been hz ifheartedly invited, if at all, 
to deal with the matter as a business 
proposition to be decided on the real 
questions which can arise between the 
parties. 

“In order to put the matter in order, 
I amend paragraph 3 by putting in, af- 
ter the words ‘by reason of the said 
agreement, the words ‘or otherwise.’ Now 
the question on that part of the case 
which I have to decide is as to whether 
the brokers are entitled to set-off the 
amount of the policy moneys they have 
paid to the American agents of the as- 
sured against the premiums due in re- 
spect of payments made under policies 
taken out in their own name and/or as 
agents. 

“All I have to say about that part of 
the case is that I consider the matter 
concluded as far as this Court is con- 
cerned by certain previous decisions. 
Whether or not these judgments were 
founded on good logical reasoning, they 
are, at any rate; binding on me, and I 
think they cover the present case, and 
there must be judgment for the defend- 
ants with costs.” 

The counterclaims were withdrawn. 
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“The protagonists in the struggle are 
the Concordato Asscurazione Transporti 
and the International Marine Insurance 
Union, or rather some foreign companies 
which are members of the union, for the 
union itself does not appear to have 
taken any part in the controversy which 
has arisen. The Concordato is an asso- 
ciation of a large number of companies, 
Italian with the exception of the Genoa 
office of the Eagle Star & British Domi- 
nions Co., and it was formed in 1920 to 
combat the then existing unsatisfactory 
state of affairs in the market. 

“The first activities of the Concordato 
were concerned with the creation of non- 
compulsory tariffs on cargo; the framing 
of special conditions and a compulsory 
tariff for the covering of theft and pilfer- 
age, and the reform of the Italian cargo 
policy. Success having attended these 
efforts, a conference was called in 1922 
at Milan, and this conference arranged a 
complicated and binding convention the 
principal points of which were the ob- 
servance of a compulsory tariff, the insti- 
tution of a reinsurance scheme, and the 
creation of a control of the companies 
within the convention through this com- 
pulsory reinsurance. 

“This control was exercised through 
the Unione Italiana Riasscurazione, with 
which the companies had to reinsure a 
definite amount of each risk written on 
the original terms and conditions; and 
the detection of breaches of the tariffs 
was made comparatively simple in this 
manner. The punishment of breach was, 
moreover, unique, for each company had 
to deposit the sum of 10,000 lire with the 
Concordato, and in the event of non-ob- 
servance of the agreement fines varying 
from 100 to 10,000 lire were exacted ex- 
cept in the case of minor offenses, when 
the penalty was a “moral” one. It is to 
be presumed that by this it is meant that 
the offender was reproved and told to 
err no more. 

“Incidentally, it may be stated that this 
compulsory reinsurance scheme did not 
end with the giving off of lines to the 
Unione Riasscurazione, but that the 
Unione then distributed the reinsured 
risk amongst the other companies, in the 
form of further reinsurances, but these 
apparently were not compulsory. 

Position of Foreign Companies 

“It has been pointed out that the Con- 
cordato was formed, with one exception, 
of Italian companies, and although it is 
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said that the scheme which it arranged 
had excellent results the large foreign 
element in the Italian market, being free 
of all restriction in the matter of tariffs, 
had the national market at a disadvan- 
tage, and it became evident that to make 
success complete it would be necessary 
to bring the foreign element within the 
scope of the convention which had been 
arranged. To bring this about the mat- 
ter was taken up at the Baden Confer- 
ence of the International Marine Insur- 
ance Union, last September, and it was 
then agreed that the foreign companies 
in Italy who were members of the union 
should adhere to the convention of the 
Concordato and observe its tariffs. How- 
ever, some foreign companies, chiefly 
those under the influence of a certain 
important Continental group, have not 
complied with this agreement, and it is 
over this non-compliance that the pre- 
sent trouble has arisen. 

“A conference which was held at Lu- 
gano, and at which the situation was dis- 
cussed, ended with decision that the 
case of each party should be further con- 
sidered, and it may be noted that in the 
avoidance of a coal strike the British 
Government has apparently followed a 
precedent of which it was unaware. 
What the outcome of this further con- 
sideration may be it is impossible to con- 
jecture, but it is evident that behind the 
open disagreement with the terms of the 
Lugano Convention there is a deeper and 
more serious reason for the oposition of 
the foreign companies. This, it is said, 
arises from the presence within the Con- 
cordato of certain companies which are 
closely associated with the Instituto Na- 
zionale dell Asscurazione, of Rome, 
which is a Government organization, and 
it is said that the difficulties which have 
arisen between the foreign companies and 
the Concordato are but a reflection of a 
deeper and more secret struggle which is 
going on between the companies con- 
nected with the Instituto Nazionale and 
the foreign group of which mention has 
already been made. 


Compulsory Reinsurance 


“Undoubtedly a very interesting situa- 
tion has arisen in the Italian market, and 
further developments will be awaited 
with the greatest interest. In the mean- 
time, it may not be innopportune to con- 
sider the arrangements within the Italian 
market which have been revealed as a 
result of the controversy which has 
arisen. 

“he idea of enforcing tariffs through 
compulsory reinsurance is an_ entirely 
new one to the writer, and since the 
amount of the maximum fine for breach 
of the tariff agreement has to be 
deposited with the ruling body, it would 
appear to be an effective one. It is to 
be imagined that such a scheme would 
have no success in this country, how- 
ever, for the British underwriter clings 
very determinedly to his independence, 
and any suggestion of compulsion, en- 
forced by the threat of penalties, would 
immediately have the whole market up in 
arms. There is, however, something in 
the idea of the reinsurance of a propor- 
tion of all business transacted, and the 
redistribution of the reinsured lines 


throughout the market, for by this means 
each concern participates to a certain ex- 
tent in the whole of the business trans- 
acted in the market, 
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Life Insurance Salaries 


The Green Book of life insurance issued 
by the New York Insurance Department is 
always eagerly scanned by insurance men 
because it tells the salaries of all the ex 
ecutives in the life insurance business. 
The largest salary is that of the president 
of one powerful company who gets $150, 
000. The president of another company 
drew $101,000 from the company last year. 
One vice-president gets $125,000; one, $75,- 
000; a number of them $50,000. A very 
popular vice-president who a few years 
ago Was a university professor now draws 
$30,000 a year because of his marvelous 
work in life insurance education, 

There is a wide range of payment in 
actuarial salaries. The top salary paid 
these men is $32,500, but to a man who is 
also vice-president. The most famous of 
all American actuaries drew $22,000 last 
year. The agency heads of several life 
insurance companies, who are also high 
executives of the companies which employ 
them, are paid $50,000 a year. No names 
are printed in this article as executives 
think that their salaries are their own 
concern and their wishes will be respected. 

* * x 


Joe Button’s Farm Party 


The social end of the Insurance Com 
missioners’ Convention will begin on a 
farm in Virginia to which Joseph Button, 


the hospitable Virginia insurance com- 
missioner, has invited James Victor Barry 
and some other cronies to be his guests 


over Labor Day, the party to go from the 
farm to the Texas convention. Colonel 
Button has fixed up quite an entertainment, 
including hunting, fishing, bridge, “I’ve 
got a full house,” horseback riding, anec 
dotage, cross-country walking and other 
out and indoor sports. The Colonel has 
written to his guests requesting that they 
keep their Mah Jong sets at home. 
* oe x 


How the Personal Endorsement Adver- 
tising Idea is Growing in America 
The New York elevated cars are putting 

up placards signed with the names of 

prominent men and bearing the caption, 

“Why I Use the ‘L’.”” I suppose the next 

move will be for the water works com- 

pany to billboard the town with signed 
etatements headed, “Why I Drink Water.” 
* ok Ok 


A New Director on Metropolitan 
Casualty Co.’s Board 

The Metropolitan Casualty has added a 
strong figure to its board of directors in 
David H. Knott, former sheriff of New 
York. During recent years I have not 
seen much printed about his late mother, 
Mrs. James Knott, who for years was one 
of the town’s most picturesque personali- 
ties. Mrs. Knott was a working woman 
in most humble circumstances and married 
James Knott, a coachman. He was a gen- 
tle, mild-mannered man and she was a 
vigorous, dynamic woman of tremendous 
will power. They went into the hotel busi- 
ness and ran the Hotel Judson, in Wash- 





ington 


Square, which became the ren 
dezvous for writers, artists, playwrights 
and social workers. It was a touch of 


Bohemia, but not of the Latin Quarter 
sort, and a great many people who were 


guests at the Knotts were hard workers 
who later became famous. When _ these 
talented people first came to town and 


were guests at the Knotts they were never 
dunned too diligently for money.  Ex- 
tremely grateful they boosted the Knott 
family. Llventually, through the great ex- 
ecutive ability of Mrs. Knott, additional 
hotels were opened, called the Holly and 
the Earle, all three hotels being in Wash- 
ington Square. 

Mr. and Mrs. Knott died and the busi- 
ness was carricd on by their sons, the 
most able of whom was David H. Knott. 
At the present time the Knott chain of 
hotels consists of about twenty and David 
IH. Knott’s circle of friends is very wide. 
Some day he may be mayor. He is a 
member of the board of a number of cor- 
porations and is a decided asset to the 
board of any insurance company. 

x * & 


The Late George B. Carter 

George B. Carter, who a generation ago 
knew almost every insurance executive in 
the United States who was worth know- 
ing, died this month in Staten Island, and 
his death attracted little attention, illus- 
trating how fleeting are fame and popu- 
larity. For a great many years he trav- 
elled out of Louisville for the Courier- 
Journal Job Printing Co., selling all sorts 
of printing supplies to insurance companies 
and insurance offices of every type. He 
was a tall, rangily built man with a well- 
developed sense of humor and a_ good 
story-teller. He had a repertoire of negro 
dialect stories which made a great hit in 
New York and Hartford. 

Some years ago Mr. Carter left the 
Courier-Journal Job Printing Co. and 
“The Insurance Field” and joined Styles 
& Cash, a New York printing concern. 
Gradually his connection with the insur- 
ance business ceased. 


a ee 


Here’s a Chance for a Special Agent To 
Tell a Good Story 

I wonder who is the special 
the Commonwealth Casualty 
of Philadelphia for the State of Utah. 
Certainly, he is right on the job. One 
morning this week the annual report of 
the Utah insurance commissioner came 
in and also the names of the authorized 
agents in the state. I note that the Com- 
monwealth special has planted the com- 
pany in the following among other Utah 
cities: Fayette, Wales, Delta, Hiawatha, 
Salina, Price, Topic, Roosevelt, Hurri- 
cane, Smithfield, Spanish Fork, Pleas- 
ant Grove, and other places that I never 
knew before were on the map. 

Now that’s more interesting than it 
looks at first sight. How did he make 
those appointments? I think it would 
be a good story if he told it. Did he 
make the towns in a motor car tour, leav- 
ing supplies after a personal visit to the 


agent of 
Company 





agents? Did he do it by correspond- 
ence? Does he go to Roosevelt or 
Hurricane in cases of loss? Will he 
make a visit to Salina if the local there 
is in distress and wants expert help to 
land a line? 

Evidently, the Commonwealth stands 
pretty well in Utah or it could not get 
such a wide representation there. It is 
a company whose home office is a couple 
of thousand miles away and yet that 
made no_ difference. The Common- 
wealth has almost fifty agents in the 
state—more than the Hartford Steam 
Boiler Inspection & Insurance Co., the 
Lloyds Plate Glass Insurance Co., the 
National Casualty Company, the Stand- 
ard Accident, the General, the United 
States Casualty, the Massachusetts 
Bonding & Insurance, the London & 
Lancashire Indemnity, Globe Indemnity 
or the Hartford A. & I. 

x ok * 


When a Publisher Dies and When an 


Insurance President Dies 


Insurance men were probably puzzled in 
noting the vast amount of space given to 
the death and funeral of Victor F. Law- 
son of Chicago. Roosevelt, Caruso, Bryan 
and Tom Marshall got longer obituaries, 
but the Lawson story in the New York 
“Times,” for instance, ran for several days. 
Those unfamiliar with his name read in 
the story that his chief claim to fame was 
that he was a prominent publisher who 
had established and made very successful 
a penny newspaper; that he developed a 
large school of writers, including Eugene 
Field and George Ade; that he was the as- 
sociate and lifelong friend of Melville 
Stone of the Associated Press, one of the 
most beloved characters in New York, and 
that he was a prominent Chicagoan. Even 
at that the average insurance man cannot 
grasp why such a hullaballoo was kicked 
up over the passing of Mr. Lawson. 

Explanation is not difficult. It is what 
newspapermen call “log rolling’—jolly. 
Mr. Lawson was a_ favorite newspaper 
publisher. Other publishers wanted to say 
something nice about him and they did so 
at great length. They like to write about 
each other. Did you ever notice that when 
a ship news reporter, or one who has cov- 
ered police stations for years, or a dra- 
matic critic, or an editorial writer dies 
the New York “Times” or the “World” 
will print three-quarters or a full column 
about him? These articles are written by 
friends of the deceased, who were their 
competitors or associates in newspaper 
offices. 

If the president of any fire insurance 
company or group of companies in the 
United States should die, there would not 
be more than a stickful sent over the wires 
about him by the United Press and Asso- 
ciated Press. 

It is this estimate of news values that 
so bafiles the lay reader, but it is perfectly 
simple to understand if you know the 
workings of the newspaper mind and the 
machinery of journalism. 
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Confessions of a Woman Employment 
Manager 


More and more important positions of 
an executive nature for women are be- 
ing filled in the insurance district of New 
York. For this reason and because of 
the very large number of women em- 
ployed in the district insurance men were 
interested in an article appearing in the 
“Atlantic Monthly” for August, entitled 
“A Woman in Wall Street,” written by 
the employment manager of a trust com- 
pany employing 2,000 people. This 
woman found herself in need of em- 
ployment. at the age of forty-six. She 
thought she would get a job as a bond 
salesman. Her equipment was this: 

“Several years of college and univer- 
sity training, many years past; a novel 
published; a good deal of experience in 
public speaking, though only as an ama- 
teur; wide travel, but entirely for pleas- 
ure. An unimpressive list to present to 
the hard-headed business man.” 

She visited the trust company, had a 
number of interviews, and finally was 
offered a job taking charge of the em- 


ployment of women for the corporation. 
These women included typists, stenog- 
raphers, file clerks, etc. Her story is 
surprising. For instance, no one told 


her what salaries should be paid although , 


the first question that all applicants 
asked was, “What will the job pay?” 
When she went to a man of influence 
in the bank and asked him, here’s what 
he said, according to her story: 

“T’ll tell you the whole thing. Listen 
to me! You want to get everybody as 
cheap as you can. That’s the game. 
Name the least figure you think they'll 
take. If it don’t catch ’em, raise a little. 
There aren't any regular rates. Why, 
in one department there’s fifteen guys 
getting’ different pay and all doin’ pre- 
cisely the same thing. There’d be merry 
hell, of course, if they found out. But 
you want to warn everyone you hire that 
salaries are confidential,” he added with 
a slightly pompous air. “They’re liable 
to find the company can get along with- 
out ’em if they go blabbing what their 
pay is.” 

In telling what type of woman goes 
to a trust company to get a job, she 
gave the following graphic description: 

“Each morning before I got off my 
hat, applicants began to arrive—the high 
heeled mincing miss, carrying her vanity 
case; the painted girl with roving eyes, 
who chewed gum without pause and 
whose parrot phrase, ‘Chance for ad- 
vancement,’ inevitably met my inquiry, 
‘Why did you leave your last place?’ 
Sometimes flowerlike girls, with defer- 
ential manners and vague ambitions, ar- 
rived in limousines, accompanied by 
their maids. A young Russian woman 
who spoke eleven languages wanted a 
place in the foreign department. <A poet- 
ess not without fame wanted any sort 
of job in which she could earn enough 
to keep from going hungry. There 
were middle-aged women, worsted by 
life, a bit drabbled perhaps, sensitive and 
apologetic, and the unforgettable well- 
bred girl who had sunk to the depths 
and done time in Bedford Reformatory, 
struggling to start again.” 
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Young Vice-Presidents 


Will Rogers, the lariat-throwing come- 
dian of the “Follies,” had a calcium light 
thrown upon James Elton Bragg and_ in- 
troduced him to the audience as the 
“youngest life insurance vice-president.” 
The occasion was the attendance at the 
theatre of delegates to the convention of 
the Manhattan Life, of which Mr. Bragg 
was recently made vice-president. 

Without knowing anything definite to 
the contrary, I should like to wager a 
bushel of apricots that Mr. Bragg is not 
the “youngest” life insurance vice-president. 
One of the best ways in which a newspaper 
can be placed in an embarrassing position 
is to make an exceedingly definite, sweep- 
ing statement. For instance, if THe East- 
ERN UNpberwritTeR should run a story in 
this week’s issue saying that John Walker, 
nincty-eight years old, is the oldest living 
policyholder in the United States, there 
would be at least three letters inside of a 
week received by this publication giving 
names and facts about four or five men 
in various parts of the country who have 
passed the century mark and who have 
been insured in some insurance company 
for the past fifty years. 

If THe Eastern Unnberwriter should 
print that Lawrence M. Cathles, president 
of the North American Reassurance Co., 
is the tallest life insurance man—and we 
know of none taller—the paper would 
get a letter in a week or two from some 
one in New Mexico saying that there is 
an agent in Albuquerque who is six feet 
eight inches tall in his stocking feet. 


In view of the large number of life in- 


surance companies, new and old, I would 
not be surprised if there were some man 
a year out of college who holds such vice- 
presidential title. 

James Elton Bragg and M. A. Linton 
were caught when young and both have 
made good, and people forget the passage 
of time, and that they are not so young 


as they were when they first became promi- 
nent. 
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Fidelity & Deposit 
Extends Bank Cover 


ISSUES BROAD BLANKET BOND 


Protection Covering Deposited Secur- 
ities Formerly Issued to Federal 
Reserve Banks Only 


The Fidelity and Deposit has extended 
its bankers’ blanket bond so far issued 
only to Federal Reserve banks covering 
securities deposited with them for safe 
keeping and has put on the market a 
new form which may be sold to any 
banking institution which has deposited 
securities for safe keeping with any in- 
corporated bank or savings bank in the 
United States other than a Federal Re- 
serve bank. 

This bond is issued in favor of the 
bank which owns the securities and in- 
demnifies that bank against any direct 
loss of its securities sustained (a) through 
any dishonest act, wherever committed 
within the United States, of any of the 
employes (meaning employes of the de- 
pository bank), whether acting alone or 
in collusion with others; (b) through rob- 
ery, burglary, larceny (whether com- 
mon-law or statutory), theft, hold-up or 
destruction (however or by whomsoever 
such destruction may be caused and 
whether it be effected with or without 
violence), while the securities are actu- 
ally within the office of the bank which 
has the custody of the securities, which 
bank is known as the depository, such 
depository and its location being named 
in the bond. 

This form of bond will be written only 
where the depository bank is a_well- 
managed, high-grade institution with 
first-class vault equipment, and the com- 
pany must be furnished with such in- 
formation because the physical hazard, 
at least, is measured by the equipment 
of the custodian bank. 

Rates for this form of bond are the 
same as for the standard forms—$1 per 
thousand per annum. Misplacement cov- 
erage may also be had by attaching a 
inisplacement rider to the bond for 50 
cents per thousand, making the rate for 
the entire coverage, $1.50 per thousand. 

Message to Agents 

The company in its message to its 
agents points out: “Probably you now 
write for some of your banks the usual 
burglary and robbery policies covering 
property left for safe-keeping with other 
banks. As this new form of bankers’ 
blanket bond affords broader coverage 
than the bank burglary and _ robbery 
policy, we urge you to immediately bring 
it to the attention of your clients so 
that they may, if desired, substitute it 
for whatever burglary and robbery cov- 
erage they now carry. 

“In explaining this coverage, bear in 
mind that this new form of bond is not 
a substitute for the regular bankers’ 
blanket bond form. It is true that the 
coverage provided in this new form is 
duplicated to some extent in insuring 
Clause B of the regular blanket bond 
forms. However, it is our experience 
that the majority of banks which pur- 
chase the usual blanket bond protection, 
have in mind chiefly their money and 
securities which come into play in the 


daily transaction of business, and over- 
look to a great extent, securities en- 
trusted to other institutions for safe- 


keeping. 





“In most cases, therefore, this new 
standard blanket bond should be sold as 
a supplemental coverage only. The 
really big field for its sale would seem 
to be among the smaller banks which 
either have no blanket bond coverage 
at all or else have purchased bankers’ 
blanket bonds in small penalties. These 
banks frequently send their securities to 
their correspondent banks in larger cit- 
ies for safe-keeping. The premium is 
very low and it seems reasonable to be- 
lieve that practically every agent should 
be able to sell at least one of these new 
bonds.” 


BRITISH HEALTH BENEFITS 
Reached Nearly $61,500,000 in 1922; In- 
cluded Approved Societies and 
Insurance Committees 
A British Government White Paper 
just issued contains a statement of the 
receipts and payments for the year 
ended December 31, 1922, of Approved 
Societies, Insurance Committees, and 
the special fund constituted under Sec- 
tion 27 of the National Health Insurance 

Act, 1918. 

It shows a total sum of £16,395,971 
(approximately $81,979,855) for receipts 
in England, including balances brought 
forward. Those participating were 
friendly societies, industrial and collect- 
ing societies, trade unions, and employ- 
ers’ funds. After disbursing benefits 
amounting to a total of £12,282,776 (ap- 
proximately $61,413,880), and meeting ad- 
ministrative and other expenditure the 
balances in hand at December 31, 1922, 
amounted to £1,169,949. For Wales the 
total receipts were £1,222,217, and the 
balance in hand after paying £948,529 
in benefits, ete., was £70,268. For Scot- 
land the receipts totalled £2,247,250, and 
the balance in hand on December 31, 
1922, was £152,528. 


INTOXICATED MOTORISTS 


British Believe hema Should Pay 
Even Under Compulsory Insur- 
ance Covers 


The recent discussion regarding com- 
pulsory automobile insurance has re- 
vived interest in the London market in 
the proposal for dealing specifically in 
insurance policies with the risk of in- 
toxication. Some underwriters strongly 
held the view that when accidents are 
directly attributed to intoxication the 
motorists’ financial resources should be 
exhausted before any payments were 
made under the policies. 

It is suggested that liability for dam- 
age to the car of an intoxicated motorist 
who was responsible for an accident 
should be entirely excluded from the 
policy and that underwriters should 
only pay third-party claims for protec- 
tion of the public if and when the motor- 
ists’ financial resources were exhausted. 
It would be necessary. for any such ex- 
clusion to be by agreement between all 
underwriters and companies transacting 
automobile insurance, and there may be 
objections in the scheme which could 
not be easily overcome. It would be in- 
teresting, however, if the subject were 
to be fully discussed at a meeting of 
motor insurance officials. Those who ad- 
vocate the adoption of such a scheme do 
so in the belief that it would be effective 
in limiting the number of accidents that 
now occur, by inducing in self-interest, 
greater caution on the part of car 
owners, 
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NEWSPAPER PLAN DISPLEASES 


Seattle Accident Men Criticize Sale of 
$1 Policies; Claim Business 
Is Retarded 

General agents writing accident and 
health insurance in Seattle, Wash., are 
greatly interested in the limited accident 
policy which is being offered by the 
Seattle Post-Intelligencer as an induce 
ment to subscribe to that paper. 

Accident underwriters at that point 
claim that action of the Washington 
insurance department in permitting the 
issuance of the contract is in conflict 
with its previous attitude toward limited 
accident policies. 

They point out that heretofore the 
department has frowned upon all forms 
of limited policies, even the $5 annual 
premium policy, the coverage of which 
is broader, being among debarred _ poli- 
cies. The policy being offered by the 
Seattle paper is issued by the North 
American Accident, and carries an an 
nual premium of $1. 

It is further claimed by Seattle insur- 
ance men that the sale of these news- 
paper policies makes the development of 
regular accident business more difficult 
and that it cheapens the whole accident 
business. 

E. A. O’BRIEN APPOINTED 

Ellsworth A. O’Brien, Mg been ap- 
pointed assistant to W. H. Rackle, man- 
ager of the accident aa health de- 
partment of the New York office of the 
Maryland Casualty. Mr. O’Brien was 
formerly in the office of the National 
Board of Fire Underwriters and suc 
ceeds L. D. Muller who recently re- 
signed to go with the Union Indemnity. 


CANCELS HOSPITAL BONDS 

The National Surety is cancelling its 
hospital bonds due to the actions taken 
by numerous State insurance depart- 
ments in prohibiting the sale of these 
contracts on the grounds that they are 
policies of health and accident insurance 
and not surety bonds. 


BAD DEBTS INSURANCE 

The British Parliamentary Secretary of 
the Department of Overseas Trade re- 
cently announced the appointment of 
committee, under the chairmanship of 
Col. Sidney Peel, to consider the ques- 
tion of bad debts in export trade. The 
committee comprises representatives of 
banks, acceptance houses, insurance 
companies, Lloyd’s, the Association of 
British Chambers of Commerce and the 
Federation of British Industries, to- 
gether with the Comptroller General of 
the Department of Overseas Trade. 


Defines Position 
of Agent and Law 


DISCUSSES 
State Regulation of Insurance Agents 
Aimed at Misrepresentation, Twisting 
and Discrimination 


HICKS RELATION 


The law declares every agent, insur- 
ance or ordinary business occupies a 
fiduciary relation towards his principal or 
in other words that he is prohibited from 
using the agent relation in the advance- 
ment of his own interest, points out 
Arthur P. Hicks, counsel, National 
Casualty, in the company’s agency pub- 
lication in an interesting discussion of 
the agent and the law. 

The article states that the insurance 
business is almost universally conducted 
through corporations and that it follows 
that all insurance business, whether at 
the home office or in the field is con- 
ducted by the agents. “It is a most ex- 
ceptional case, in which the public comes 
into direct contact with a home office 
executive, in any matter pertaining to 
the issuance of an insurance contract. 

Continuing the article says: “Because 
insurance business is conducted by 
agents, and because insurance policies 
offered by companies to the public are 
of such a character, that no one but a 
skilled insurance man can make an an- 
alysis which will actually demonstrate 
the merit of one policy, as compared 
with another issued by the same or dif- 
ferent companies, nearly every state has 
provided quite stringent regulations gov- 
erning the conduct of agents, the viola- 
tion of which may result in a revocation 
of the agent’s authority to transact bus- 
iness. 

“These regulations are addressed 
against three principal offenses: Mis- 
representation, twisting and discrimina- 
tion. Misrepresentation consists in 
misstating the terms, benefits and priv- 
ileges of the policy which the agent is 
offering for sale. It is like representing 
“shoddy” as wool or cotton as linen. 
Twisting is making misrepresentations or 
incompleted comparisons of policies for 
the purpose of inducing a policyholder 
to give up or lapse a policy which he 
has, and substitute another in its place. 
In nearly every state there is a statute 
making misrepresentation and twisting 
an offense for which the agent’s license 
may be revoked, and in some states the 
agent may be subjected to a fine or 
imprisonment. 

“Discrimination or rebating is the re 
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turning part of the commission to the 
applicant for insurance, or giving him 
some pecuniary advantage by which he 
obtains his policy for a rate than 
is paid by other persons for a like pol 
icv. The Commission under an agents 
contract is his compensation for getting 
the business. He has no legal right 
to turn a portion of this commission 
over to the applicant for insurance in 
order to prevent a competitor from get- 
ting the business. If he does sp, he 1s 
subject to fine and imprisonment under 


less 


the law of Michigan, and that of most 
states. 

“As to misrepresentation and_ twist 
ing. Knowledge or intent does not ap 


pear to be an 
The agent must therefore 
terms of the policy contract 
offers for sale. 


offense. 
know the 
which he 

He does an injustice to 
which may lead to legal 
entanglements if he sells the policy for 
something which it is not, and this is 
equally true whether the sale is made 
intentionally or through ignorance. 
“National policies give good value for 
the premium exacted. They are salable 
on their merits. The successful agent 
is the one who knows his policies, and 
sells them for what they are. Such an 
agent has the good will of his clientele 
when loss occurs, and is never subject 
to criticism either by his company, or 
by the public authorities.” 


element of the 


lis company 


LEAVES NATIONAL SURETY 


C. H. Fredrickson to Develop Statistical 
Department for Canadian Casualty 
Underwriters’ Association 
C. H. Fredrickson, assistant actuary of 
the National Surety, resigned his posi- 
tion, effective August 15. He goes to 
Canada to establish and develop a stat- 
istical department for the Canadian 
Casualty Underwriters’ Association of 

Toronto 

Mr. Fredrickson came to America in 
1923 from Sweden, his native land and 
where he had been in the life insurance 
business with the Seva Fire & Life. His 
first connection in America was with the 
Automobile of Hartford in that com- 
pany’s loss department. He joined the 
force of the National in February, 1924, 
as assistant to Frank E. Law. He is a 
graduate of the University of Gothen- 
burg. ; 


AN AGENT’S AUTHORITY 
Where an 


insurance 


agent is found 
to have authority to fix the date on 
which an accident insurance — policy 


should become effective and instead of 
inserting said effective date in the policy 
when issued, inserts a later date, an ac- 
tion to reform the policy will lie.. The 
insurance company is bound by the con- 
tract lor accident insurance made be- 
tween the agent and the assured pro- 
vided it has either directly given 
authority to the agent to make the con- 
tract or has subsequently acquiesced in 
his making of it. 

Chambers vy. North American Acc. Ins. 
Co. (Kan.), 235 Pac. 859. 


ACQUIRED BY ZURICH 


The Lancashire & Cheshire Insurance 
Corp., of London, has been placed in the 
hands of a receiver on behalf of deben 
ture holders. The Zurich General Acci- 
dent & Liability has acquired from the 
receiver the book debts and other ac- 
counts due to the company, with the ex- 
ception of fire business outside Great 
Britain and North Ireland and all marine 
risks, The Zurich takes over the agency 
organization in the United Kingdom and 
Northern Ireland and has offered to as- 
sume liability for future claims under 
policies issued since the first of the year. 
The greater part of the staff of the Lan- 
cashire & Cheshire has also been taken 
over by the Zurich. 

The Zurich has had a working asso- 
ciation with the Lancashire, having about 
a year ago acquired direct financial inter- 
est and management control. 
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Fidelity and Surety 
Cost Questionnaire 


CONSIDERED COMPREHENSIVE 


Superintendent Beha Seeks Information 
As to Scale of Commissions and Num- 
ber of Agents 


The questionnaire sent out by Superin- 
Beha, of New York, to 
them for 


tendent surety 


companies information 
relative to their fidelity and surety busi- 


ness 1S 


asking 


considered comprehensive and 


viewed with interest by surety  under- 
writers. It is apparently designed with a 
view to the establishment of a uniform 


basis of commissions. 

The questions calling for separate in- 
formation as to the surety and_ fidelity 
lines and as to New York State and others 
follows: 

“I. Tlave you 
of any 


cubscribed to the rules 
rating organization or association 
governing commissions and other acquisi- 


tion expenses? If so, do you follow 
these rules or are there exceptions? 
“2. What is the maximum rate of 


commission paid brokers? 

“3. What is the minimum rate of com 
mission paid brokers ? 

“4. What is the maximum rate of 
commission paid to general agents? 

“5. What is the minimum commission 
paid to general agents? 

“6, Do the rates of commission in re- 
plies to questions 4 and 6 include all salary 
allowances, expenses for office space, tele 
phone, ete., or are there extra allowances 
made for any expenses in connection with 
the conduct of the agency or office? 

“7. What grades of commissions do 
you pay between the broker’s commission 
and the general agent’s commission? 

“8. Give separately the number of local 
agents and general agents by States re- 
ceiving commissions for surety and fidelity 
business, giving the number of such agents 
in each grade. 

“9. What is your system of doing busi 
ness—-general agent, branch office or di- 
rect writing ? 

“10. In what States or localities do you 
have branch offices? What is the maxi 
mum ratio of branch office expenses to 
premiums written in (a) fidelity business ? 
(b) surety business? 

“Td. What is the minimum ratio of 
branch office expenses to premiums. writ- 
ten in (a) fidelity business? (b) surety 
business ? 

12. Do the ratios in replies to questions 
10 and 11 include all salary allowances, 
expenses for office space, telephone, etc., 
or are there extra allowances made for 


Employers’ Liability 
Results in England 


FIRST YEAR’S REPORT MADE 
Ratio of Losses to Pevntion for Year 
Was 52.88 Per Cent.; Association 
Permits Rebate 


By A. C. Blackail 
The British Government has 
a White Paper the results of the first 
year’s working of employers’ liability in- 
surance in the United Kingdom in ac- 
cordance with the undertaking given by 
the Accident Offices Association, dated 
March 24, 1923, on behalf of its con- 
stituent insurance offices for the purpose 
of limiting the charges of employers in 
respect of employers’ liability insurance. 
In the present report it is recalled that 
the general effect of the undertaking is 
that the Accident Offices Association en- 
gages on behalf of its constituent mem- 
bers to adjust from time to time the rates 
of premium for this class of insurance 
in such a way as to make the “loss ratio” 
(i. e., the proportion which the total 
amount paid or set aside in respect of 
claims bears to the premiums) not less 
than 60 per cent. for each of the years 
1924, 1925, and 1926, and not less than 
62'4 per cent. in subsequent years (or 
such other proportion, not being less than 
60 per cent., as may be agreed between 
the Secretary of State and the associa- 
tion). If, on the year’s experience, it is 
found that the “loss ratio” falls short by 
more than one-half per cent. of the per- 
centage mentioned, policyholders in_ the 
companies belonging to the association are 
to be allowed a corresponding rebate in 
connection with the premium which next 
falls to be paid. If, on the other hand, 
the “loss ratio” exceeds the percentage by 
more than one-half per cent. an adiust- 
ment will be effected by means of an ex- 
cess charge. 
A certificate by the auditors states that 


any expenses in connection with the con- 
duct of the agency or office? 

“13. Have you any profit sharing ar 
rangements with agents? 

“14. Does your company allow rebates, 
brokerage or commissions, directly or in- 
rectly, to any bank, trust company, safe 
deposit company or title company in States 
where there are agreements with bankers’ 
associations or elsewhere ? 

“15. Are any allowances made to 
brokers or agents for premium volume? 
If so, what plans are in effect? 

“16. Do you rules governing 
limitation of agents in any State or local 
ity? ‘f so, give an outline of the plan.” 


obser ve 
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the ratio of losses to premiums during the 
year has been found to be 52.88 per cent., 
and so the insured employers will be en- 
tled to a rebate of 7.12 per cent. By the 
terms of the agreement the allowance 
for any one year is to be made on the 
premium falling due after June 30 next 
following the year to which the allow- 
ance relates, and is to be calculated in 
each case on the actual written premium 
paid and not on the unadjusted premium. 
The statement of premium receipts and 
losses of the accident offices for the year 
1924 is set out as follows: 
Premiums 
Total of premiums received........ £4,662,943 
Add reserve for unexpired risks brought 
forward from previous year........ 2,188,302 





6,851,245 

Deduct reserve for unexpired risks car- 
ried forward to next year........ 2,331,468 
Actual written premiums for the year £4,519,777 

Losses 

Total amount of payments under pol- 
cs EE ee er eee ee £1,117,339 

Add reserve for liability on outstand- 
ing claims at end Of YeAT sc. cesses 1,272,840 
Actual losses for the year.......... £2,390,179 
The auditors of the Accident Offices’ 
Association state that the statement has 


heen drawn up in accordance with notes 
appearing on the form annexed to the 
directions issued by the Secretary of State 
(Sir W. Joynson-Hicks) to the Accident 
Offices’ Association on May 27 last ex- 
cept that, in arriving at the formula fig- 
ures for computing the reserve for lia- 
bility on outstanding claims at the end 
of the year, figures relating to Ireland 
and the Isle of Man have not in all cases 
been excluded. 


RULES PRACTICE IMPROPER 


State Insurance Commissioner Charles 
R. Detrick, of California, has issued a 
ruling to the effect that failure of surety 
companies operating in California to 
show the premium consideration in bid 
bonds or to furnish such bonds to con- 
tractors without collecting the proper 
premium constitutes a violation of the 
State anti-rebate law. 





COMPANY HELD LIABLE 


The American Surety Company has 
been held liable on a bond furnished by 
the defunct Interurban Express Com- 
pany for unpaid rental on express cars 
furnished by the East St. Louis & Sub- 
urban Railwav Company during January, 
February and March, 1922. The decision 
was handed down by the Circuit Court 
at Belleville, Il. Judgment was for $2,- 
269.73 Counsel for the surety company 
plans an appeal. 

The express company’s contract with 
the street car company required it to 
furnish a $5,000 surety company bond 
to guaranty payment of rental on ex- 
press cars furnished by the car com- 
pany. The express company failed in 
1922 and the rental on cars used during 
the first quarter of that year had not 
been paid. ; 

The surety company’s defense was that 
the car company had failed to give proper 
notice of the unpaid bills. 





QUITS MOORE’S BUREAU 
The Travelers Indemnity has resigned 
from the W. F. Moore plate glass rating 
bureau, effective October 1. 





The Pittsburgh Plate Glass Co. has re- 
duced the price of glass to jobbers about 
25 per cent. 





United States 
Casualty Company 


EDSON S. LOTT, President 


has openings for several 
good claim men 


Address 


John P. Bennett, Assistant Secretary 
80 Maiden Lane, New York 
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Residence and Farm 
Amendments Adopted 


NEW JERSEY BOARD’S ACTION 





New Rates and Classifications in Manual 
Become Effective October 1; 
Payroll Record 





The governing committee of the Com- 
pensation Rating & Inspection Bureau 
of New Jersey, has adopted amendments 
to the rules, classifications and rates 
governing the writing of private resi- 
dence and farms insurance, effective Oc- 
tober 1, 1925. 

All of the material appearing on Pages 
21 to 24, inclusive, of the manual has 
been superseded in while or in part as 
follows: 

Annual premium charges for private 
residences or estates shall be made in 
accordance with the following rates 


Rate per 

capita 
Private Chauffeurs, each...........0.. $6.50 
NRCP OMNUNS GAN ideKclo 06a ccpeeecaqins 3.00 

Rate per 


$100 of P. R. 
Outservants—all employes of whatever 
nature excluding only inservants, pri- 
vate chauffeurs and_ clerical office 
Ce See Pe EEL Pe Le ee $1.20 
Clerical office employes.......cccscces .05 


Annual premium charges for farm la- 
bor shall be made in accordance with 
the following classifications and rates: 


Rate per 
capita 
Private chauffeurs, each.......cccccee y 
POOCCVUMEN, CREM oc cciscesccedsescces 3.00 
Rate per 


$100 of P. R. 
Outservants—all employes of whatever 
nature excluding only inservants, pri- 
vate chauffeurs, and_ clarical office 
Cn ere eee ra $1.20 
Clerical office employes ....cccccceees 05 
Payroll Record 
The assured shall be required to keep 
an actual account of the remuneration 
paid to all servants to whose payroll a 














71 embraces any two or more of the fore- 
going classifications separately or in 
conjunction with any other classification 
in the manual shall be controlled by 
Fe a the general rule of the manual applicable 
] ne ] ¥Y and to risks embracing two or more classi- 


fications. 





T 1¢@ 
The minimum premium for a com- 
pensation policy upon a private residence 
ais su a) om aly or estate covering only private chauffeurs 
>) Cc and/or inservants when written for a 


period of three years shall be $20. 
If the policy is cancelled by the insur- 
of New Yor k ing company or by the assured when 
retiring from the business covered by 
ROBT. J, HILLAS, PRESIDENT the policy, the actual premium computed 
for the time the policy was in force 








shall be charged unless this amount is 

CASUALTY INSURANCE less than the pro rata amount of the 
minimum premium specified in the pol- 

AND icy for the time the policy was in force, 

SURETY BONDS in which event the pro rata amount of 


the minimum premium shall be charged. 




















If the policy is canceled by the assured 
— —$__—___—— —_—____— - —— and the assured is not retiring from the 





business covered by the policy, the ac- 


premium rate is applied. This remun- the premium charge shall be one-half of tual premium computed on a short rate 
eration shall include, in addition to the the annual per capita charge for an in- basis for the time tha policy was in 
actual cash wages, the real value of any servant. If a fair and reasonable esti- force shall be charged, unless this 
other consideration, such as board, lodg- mate of the amount of time devoted by amount is less than the minimum pre- 


ing, store certificates, etc., which is a an occasional inservant shows that more mium specified in the 
substitute for cash wages. When the than one-half of the customary full time event the minimum 
wage agreement includes board, lodging, is so engaged, then the premium charge charged. 


policy, in which 
premium shall be 


or both, the actual wages shall be de- for such occasional inservant shall be eee as 5, te 

termined by adding to the cash wages the full per capita charge for an inserv- J. A. BEHA TO SPEAK 

the equivalent value of board and lodg- ant. Pa James A. Beha, New York insurance 
ing as determined by statute or the con- Outservants—lor the determination of | superintendent and J. A. O. Preus, for- 


tract of hire in force. The actual wages premium, the payroll of occasional out- mer governor of Minnesota, are among 
thus determined shall be the basis for servants shall be included with that those who will speak at the joint con- 


the premium charge. Whenever any for regularly employed outservants. vention of the International Association 
other valuable substitute for wages 1s Residences, Estates and Farms ol Casualty & Surety Agents and the 
used, the true value of such substitutes The minimum premium for a compen- National Association of Casualty & Su- 


so far as it can be ascertained shall be sation or employers’ liability policy upon ety Underwriters at French Lick, Ind., 
added to the cash wages to produce the a private residence, estate or farm shall "ext month. 


actual wages. be controlled by the operations involved PRT EE TE: 
Oscosiensl Servants in accordance with the following table UNION INDEMNITY HEARING 
and rule: The hearing of the case of the Union 
Inservants—if a fair average estimate a ee ee Pee ae ¢g.99 Indemnity against Insurance Commis- 
of the time during which an occasional Snceuanne res. or farm......... ggg = Sioner W. Stanley Smith of Wisconsin, 
inservant is employed shall be one-half — dutservants, res. or farm..........e0c0ee 18.00 will be held September 28 before the 
or less of the customary full time, then The minimum for any policy which Wisconsin Supreme Court. 
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Established 1860 


Accident, Automobile Liability, 


tractors’ Liability, Credit. 


Fly-wheel Breakage. 


General Liability, Golf and 
Group Accident and Sickness. 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 


Liability. 


Liability. 
Plate Glass, Public Liability. 
Salary, Steam Boiler. 


amage, tre, Theft 
Use and Occupancy. 
Workmen’s Compensation. 
Workmen’s Collective. 








The LONDON urites: rather than lower the general standard of their underwriting by using other available 


fe. companies they could get on their own account. 
mobile Property Damage, Automobile 


Collision. When an agent realizes his responsibility to his customer and scrupulously puts 
Burglary. his fire, theft and collision business in top-notch companies famous for their liberal 
Contractors’ Contingent Lishility, Con- adjustments and prompt payments, he naturally wants his customer’s liability pro- 


Electrical Machinery Breakage, Eleva- recognized as the premier service company all over America; always acceptable to the 
tor Liability, Elevator Property ‘ ‘ote ye ‘ Fé “. 4 
Damage, Employers’ Liability, Engine most discriminating and always sure to deliver everything expected of it in the way 
reakage. 


Sienm No Double Headers—We Do Not Compete With Our Own Agents. 


=o gg eee LONDON GUARANTEE & ACCIDENT 


>, COMPANY, LTD. 


Teams Liability, Teams Property 
D Thea 3 





THE SUPER-SERVICE COMPANY 











The “LONDON” stands at the very head of the list of those great companies 
whose service in prompt claim-paying has taken all the guesswork out of liability 
indemnity and given insurance a real meaning. 


It is worth recording that many high class agents, unwilling to use anything less 
than the best liability company and unable to secure the local agency of the “LON- 
DON” make it a rule to broker their automobile business through a “LONDON” agent 


tected in like manner and automatically he thinks of the “LONDON” because it is 


of indemnity and service. 


HEAD OFFICE: Cc. M. BERGER 
55 Fifth Ave. New York United States Manager 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 
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all S000 


P. Beresford, U. S. Mgr., Phoenix Assurance Co., Ltd., of London - - - - - New York 
D. R. Forgan, Vice Chairman, National Bank of Republic - - - - - - «+ Chicago 
Fred L. Gray, of Fred L. Gray Co., Gen. Agents - - - ° ° ° ° - Minneapolis 
2 W. C. Potter, President, Guaranty Trust Company of New York - 2+ © © «© « New York 
Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - - - - - Chicago 
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I Never Met a Lemon | 


By Spencer Welton, Fidelity & Deposit Company 











fo be deliberately introspective implies 
a doubt of one’s infallibility—always a 
healthy sign F 

Resorting to the first person singu- 
lar to detail the analysis is admittedly 
bad taste but the simplest way to chron 
icle the result. 

And a confession can’t be other than 
personal 

The other day at a country club I 
met again a particularly attractive mem- 
ber of what Ring Lardner calls the ‘ad 
joining sex.” _ 

In the society column she is frequently 

” 

“a lovely young matron. 
seeing her 


described as 

[ registered happiness at 
again after a long hiatus. 

Presently her husband came along, a 
fine upstanding mixture of Wall Street 
and Westchesteg. 

I beamed on him. 

After a bit we went on to their home, 
where three-year-old Molly, an ador- 
able scrap of humanity, won my instant 
homage. 

Some guests dropped in for tea or 
something—they were nice guests—l 
liked them, really, and showed it. 

Someone spoke of a mutual friend and 
[ was audible in my _ recollection of 
his virtues. 


Likes Every One 


Later when we were washed up on a 
conversational shoal my hostess turned 
to me with just a hint of doubt in her 


fine level eyes. ; 
Thoughtfully she said: “You like 
everyone, don’t you—the people you 


meet are always the ones you want to 
you never meet a lemon.” 

Then we were again drawn into the 
eddy of general week-end small-talk, and 
up to the time I left for my train I 
found no opportunity to pursue the topic 
further. 

“You never meet a lemon.” 

As I traveled toward the city that 
phrase obtruded itself again and again. 

“Ts it possible,” I asked myself, “that 
I’m a congenital glad-hander, or is it 
just a vice of my maturity?” 

“Am I honestly gregarious or have I 
deliberately become a good mixer?” 

“Am I genuinely attracted to most of 
the people I meet or is it partly artifi- 
cial?” ; 

“Haven't I the backbone to be some- 
times casual, often indifferent and on 
occasion deliberately rude?” 

“Why do I so easily and often say 
the pleasant thing, though true?” 

“Would the phrases which’ assemble 
themselves so readily on my lips be more 
admirable if they were caustice, though 
equally true?” 


see 


Enters the Bonding Business 

What has this to do 
ness of bonding?” 

Let’s 

Back in the days before my advent 
into the surety business I used to be 
called “hard-boiled.” 

Not a characterization deliberately to 
be invited, but distinctly preferable to 
trying to be all things to all men and 
‘ nothing in particular to anyone. 

Has this “business of bonding” be- 
trayed me? 

As has been said before, I came into 
it through various diversified manufac- 
turing and mercantile lines. 

The men with whom I came in contact 
in those other lines were the regular 
run-of-the-mill variety. 

They played golf, went to the movies, 
made “covered wagons” of the family 
motors, said “dammit” with something 
plus, and otherwise conducted themselves 
in normal fashion. 

Some I liked and some I didn’t, and 
taking them by and large the ones I 
met liked me rather less than more. 

And I was called “hard-boiled.” 


with the “busi- 


see, 


I came into the surety business with 
no background of experience or acquain- 
tance or reputation and with many mis- 
givings. 

Immediately every man in the organ- 
ization which adopted me went out of 
his way to make me welcome and pro- 
ceeded to prove that his welcome was 
genuine and not mere lip service. 

It would have been beautifully easy 
to have simulated friendship—to have 
gone through the motions of being co- 
operative and to have been actually 
something very different. 

But the friendliness was genuine. 


Meets the Agents 


Then I began to meet the agents. 

I went to their conventions and they 
took away my breath by calling me by 
my first name in fifteen minutes after 
introduction. 

That to a reserved New Englander was 
a bit disconcerting—up there we let the 
ice thaw, we don’t break it by main 
strength, 

And I was still a little 
—maybe a trifle suspicious. 

I went to more conventions, I 
more agents, some of them for the 
ond time. 

More hearty hand-shakes. 

More spontaneous use of the first 
name, and I capitulated, horse, foot and 
marine, 

Then I went on the “Convention Chau 
tauqua circuit.” 

I made speeches all over the country, 
and only a few of my hearers slept au- 
dibly. 

Now I know hundreds of agents in 
many states, most of them by their first 
names, and I begin most of my letters 


“hard-boiled” 


met 
sec 


BUSINESS-BUILDERS 





Compensation, 





BOSTON 
Paid-In Capital $2,000,000 





Fidelity and Surety Bonds, Liability Workmen’s 


Burglary and Plate Glass INSURANCE 
—— APPRECIATE THE CO-OPERATION. OF THE —— 


Massachusetts Bonding and Insurance Company 


DEVELOPING 





Automobile, Accident, Health, 


T. J. FALVEY, President 
Write For Territory 








“Dear Bill’ or “Dear Tom” as the case 
may be. 

I guess the reason why I like so many 
agents is because so many of them seem 
to like me. 

Sometimes it seems almost like a con- 
spiracy to make me feel at home in this 
“business of bonding,” to show me all 
I’ve missed in all the other years I de- 
voted to what I then felt was worth- 
while achievement in other lines. 

What if | have forgotten to draw the 
line between my business life and my 
social life? 

What if [ do meet people at some 
nearly formal function and decide im- 
mediately that I do or don’t like them 
and if I do, call them by their first 
names in the first ten minutes of my 
acquaintance ? 

There are mighty few real “lemons” 
in the world—most folks have a lot of 
worth-while attributes if you look for 
them. 

Exploring their minds, hunting for 
their virtues, looking for foundations 
upon which to base liking is better than 
playing bridge and almost as good fun 
as a round of golf. 


A Word About Lemons 


Even a lemon plays a useful part in 
the general scheme of things. 

















Agents and Brokers! 


Know Where and How to Get Bond 
Business 


HAVE AT HAND THE 


FIDELITY & SURETY 
BOND DIGEST 


(Copyrighted 1925) 


JUST OUT 


Fits the Pocket 


Complete Information at a Quick Glance 


It supplies a long felt need. It enables the inexperienced 
to handle any ordinary form of bond intelligently. 

Descriptions of coverage. 
The business in brief and in plain English. 


KEEP THIS UNEQUALED GUIDE ON BONDS 
IN YOUR OFFICE OR ON YOUR PERSON 


THERE IS NOTHING LIKE THE 


FIDELITY & SURETY BOND DIGEST 
($2.00) 


THE EASTERN UNDERWRITER 


86 Fulton Street, New York | 


Definitions. Requirements. 

















Once I had a job in a business where 
my compensation depended in part 
upon the sales volume. 

The star salesman of the outfit con- 
ceived a violent dislike for me. 

One day his kettle of animus boiled 
over, he told me in great detail and 
with considerable vehemence just. what 
he thought of me, and why. 

It would have been easy for me to 
have rearranged some of his features by 
way of response—all my instincts urged 
me to it—those were in the “hard- 
boiled” days, remember. 

3ut after all he was the star sales- 
man, and even though we didn’t speak 
for two years as a result of his state- 
ment to me about his theories of my 
ancestors and my probable future, dur- 
ing all that time I was sustained by the 
sprightly thought that he was in turn 
conscious of the fact that the harder he 
worked and the more business he turned 
in the more money I made on the in- 
creased volume. 

So I had my revenge. 

The acidity in the lemon can always 
be neutralized and when you look at 
it, it is just as easy to see it as a rich 
golden-hued fruit as to think of it as 
first cousin to a pickle. 

Yes, I never met a lemon. 


And it’s a lesson | learned in the 
“business of bonding.” 
It seems to me that it’s all summed 


up very nicely in a little verse that 
Longfellow either wrote or would have 
written if he had thought of it— 
“We shape ourselves the joy or fear 
Of which the future life is made; 
And fill our future atmosphere 
With sunshine or with shade. 
The tissue of the life to be 
We wear with colors all our own, 
And in the field of destiny 
We reap as we have sown.” 








U. S. F. & G. GROUP LIFE 

The United State Fidelity & Guaranty 
has arranged with the Aetna Life to 
write for the company a group life in- 
surance policy, under which field man- 
agers and employes may obtain life in- 
surance at a low rate regardless of age 
or physical condition and without med- 
ical examination. The plan has already 
been put into effect in the company’s 
home office in Baltimore. Those who 
have been in the company’s service con- 
tinuously for two years and who receive 
an annual salary of $780 or more, are per- 
mnitted to participate, the cost to each 
eligible officer or employe being five 
cents a month per $100 of insurance. 
The plan cannot become effective unless 
75% of those eligible take advantage of 
it. 


U. S. GUARANTEE ELECTS 


At a meeting of the board of directors 
of the United States Guarantee George 
H. Reaney, formerly assistant to the 
president, was elected vice-president; 
James G. Cannon, assistant secretary, 
was elected secretary, and George J. 
Zwier, cashier, was elected assistant sec- 
retary. 











The enrollments in the Maryland 


Casualty Training School are reported by 
the company to be coming in rapidly. New 
York State with twenty-eight enrollments 


is in the lead with New Jersey running 
second, 
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With one form of policy contract beginning where another leaves 
off, the two Independence Companies are able to surround their 
fortunate policyholders with “Independence Complete Protection.” 


THE INDEPENDENCE COMPANIES 


Home Offices— PHILADELPHIA 
CHARLES H. HOLLAND, President 


Casualty Insurance * Surety Bonds 
Fire Insurance 





These Companies maintain Human Relations with their Agents, Brokers and Policyholders 
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Who's the dr iver 
of this car? 





Put em 
















nd |, ee AGENTS everywhere are 








“You must stop 
worrying!” 








happiness 


ZE 
non! Sate 


wself ond 














-Re-Broadcasting — 
The Aktna Message \ gf 


equipped to relay to the people of 











: pha ce 

their communities the program of pro- Protect your 
trans ats 
Steg. 
ppg coapany 





tection’’ which is given each month from 
Station “*S, KE. P.’’ 


circulated magazines. 







and other nationally 





@| Newspaper advertisements, movie slides, 
window posters, calendar-blotters and 


other “‘tie-ups’’ prepared for their use 






echo and re-echo the message of wisdom 





ee . . >] 
—"* Aitna-ize. 
“Don’t Worry- 


the tna will finish it!"" 


Conse quently “‘Ausiness 1s Construction " 






good” with Aetna-tzers! 


AK TNA LIFE 


Insurance Company 


and affiliated companies 















&t anfitna Ontract 
ond quarontee 
uy” 


| 
| <a __ Construction Boyect i | 
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ETNA CASUALTY and SURETY CO. STANDARD FIRE INSURANCE CO. 
AUTOMOBILE INSURANCE CO., of Hartford, Connecticut 























